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Division of Research and Statistics 
FEDERAL DEPOSIT INSURANCE CORPORATION 


QUESTION: Do the figures tell the whole story? (See page 29) 


This _Month: 


BANK CAPITAL PROBLEMS by Harry V. Odle 
A GROWTH EXAMPLE OF INSTALLMENT LENDING by Clyde E. Borman 


DEVELOPING A PROGRAM OF EMERGENCY RECORDS by Evan Prowse 
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But how about 
HERE? 





Checks on a special, protective paper —like 
HAMMERMILL SAFETY 


— instantly show up alterations 


You give your customer checks the finest possible 
protection when you use Hammermill Safety — 
the check paper with the specially sensitized sur- 
face that shows up the slightest erasure or other 
alteration. 

Hammermill Safety is helpful to your public 
relations, too. Your customers will like its smooth 
writing surface. And, because ‘‘Hammermill”’ is 


CLIP THE COUPON BELOW! SEND FOR A FREE SAMPLE BOOK! 


‘“*THE BEST KNOWN NAME IN PAPER,” they recog- 
nize and respect your judgment when they see 
the words ‘‘Hammermill Safety’’ on every check. 
Examine this fine check paper for yourself. Send 
for the sample book showing Hammermill Safety 
in a variety of colors with three pleasing surface 
patterns. It’s free! 











MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE PA., 


Name 











Hammermill Paper Company 
1503 East Lake Road, Erie 6, Pennsylvania 


Please send me — FREE —a sample book showing 
HAMMERMILL SAFETY. 


Position 








(Please attach to, or write on, your bank letterhead.) 
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(Old *“Olds’°—New Drive-In 
Sirs: The enclosed photograph shows 

Howard J. Stoddard, president of the 

Michigan National Bank, Lansing, Mich- 














igan, and G. R. Jones, general sales 
manager of the Oldsmobile Company, 
Lansing, in an old, old Oldsmobile of the 
“Merry Oldsmobile” vintage, at a drive- 
in depository of the bank. Mr. Stoddard 
is at the left, Mr. Jones at the right. 

The drive-in window is one of six in 
the Lansing headquarters of the bank. 
The bank’s Saginaw, Michigan, office also 
has six drive-in windows and has re- 
ported serving in excess of 1400 custom- 
ers in one day’s business. All of the drive- 
in windows were designed and installed 
by our client, Herring-Hall-Marvin Safe 
Company, Hamilton, Ohio. 

We think you will agree that the pic- 
ture represents a striking contrast of the 
old and the new. 

WALTER S. ROWE, President, 

The Rowe & Wyman Company, 

Cincinnati 2, Ohio 
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Two Steps Up 


Sirs: One of the features of our new 
bank building is a Junior Banking Center 
to encourage youngsters to save. 
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A special banking window, with two 
steps leading up to the counter, was built 
for the small fry. Here they may obtain, 
for a nominal sum, a choice of two hand- 
some, comic-book style savings cards. 
These contain space for pennies, nickels, 
dimes and quarters, and tell a comic-book 
story of the advantages of thrift. 

When the books are filled, the young 
people can bring them to the bank, climb 
the steps to the junior banking window, 
make their deposit and receive a lollipop. 

The new feature was first shown at an 
open house. Behind the counter is Presi- 
dent Karl K. Brown and at the window 
is grandson Bobby. 

CHARLES M. HOLLIS, JR., Cashier, 

The First National Bank, 

Seaford, Delaware 
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Arkansas Cyclone 


Sirs: We thought you would be inter- 
ested in the enclosed pictures showing 
what happened to our bank here in Jud- 
sonia, Arkansas. 

The first picture was taken after the 
destruction of the bank, except for the 


























vault, by the cyclone of March 21. The 
second picture was taken after we had 
erected temporary quarters beside the 
vault for carrying on the business. In this 
picture, A. J. Stephens, president, is 
at the left, and the writer at the right. 

C. T. STEPHENS, Cashier, 

Farmers and Merchants Bank, 

Judsonia, Arkansas 
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From Argentina 


Sirs: Burroughs Clearing House is cir- 
culated among our department heads, 
eleven in all, and we all find it interesting 
reading, particularly the finance and 
accounting sections. The editorial and 
layout skill that makes this specialized 
publication as lively reading as a general- 
interest magazine is to be commended. 

ALBERTO LINARES, 

Public Relations Manager, 

Ford Motor Company, 

Buenos Aires, Argentina 
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Return on Loans 


Sirs: We were interested in the item 
headed “Comparative Return of Loans vs. 
Investments” in the “Trends in Finance” 
section of your April issue. 

This item seems to be based on gross 
return. In view of the fact, however, that 
loans require considerably more labor in 
servicing as compared to investments a 
question naturally arises as to what the 
net return would be after considering 
operating expense. Have you any infor- 
mation on what this net return would be? 

F. W. HARVEY, Treasurer, 

Broad Street Trust Company, 

Philadelphia 1, Pennsylvania 

Ed.—We do not believe that net figures exist 
for the whole banking system. However, it may 
be noted that, since 1945, the return on loans 
has increased by more than one-half while the 
return on investments has increased by one-fifth. 
Thus, unless loan expense has increased propor- 


tionately more than investment expense, the dif- 
ferential in favor of loans has widened. 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + 


67 Branches in Greater New York 


New York 


56 Branches Overseas 





Statement of Condition as of March 31, 1952 




















ASSETS 
Cash, Gold and Due from Banks............. $1,573,995,277 
United States Government Obligations. ...... 1,500,631,261 
Obligations of Other Federal Agencies..... on 25,675,807 
State and Municipal Securities........... a 530,641,610 
Other Securities. | eas be ede ied teen CERES 103,231,763 
Loans and Discounts. er pbs sie eee ws 2,044,908,441 
Real Estate Loans and Securities. big Taras bs aka ae 24,743,407: 
Customers’ Liability for Acceptances......... 26,953,540 
Stock in Federal Reserve Bank.............. 9,000,000 
Ownership of International Banking 
Corporation. . ctaie eb ak A eee OR ROR 7,000,000 
Bank Premises. pie bab ederess 29,434,662 
Items in Transit with Branches. . see eeiouse 2,273,172 
SR, 5 so wa one bed Swe eee ORO O00 CoRR 5,276,932 
E,. os:b eee eee Wee Cee kde Ser $5,883,765,872 
LIABILITIES 
Deposits. . ctcesesess SOMGeneT wee 
Liability on : Acceptances and Bills. $44,380,824 
Less: Own Acceptances in Port- 
folio. . P .. 15,431,884 28,948,940 
Due to Foreign Contral Banks bobaneereneoeeee 18,189,000 
(In Foreign Currencies) 
Reserves for: 
Unearned Discount and Other Unearned 
Income. 20,511,362 
Interest, Taxes, ‘Other Accrued d Expenses, etc. 38,450,406 
Dividend. 3,312,000 
Capital. . ' " $144,000,000 
(7,200, 000 Shares—$20 Par) 
Surplus...... 156,000,000 
Undivided Profits. 67,466,631 367,466,631 
FOG. 20 cece $5,883,765,872 








Figures of Overseas Branches are as of March 25, 1952. 


$519,004,147 of United States Government Obligations and $18,968,200 of 
other assets are deposited to secure $402,604,348 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 
Capital Funds $31,078,117 





DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD - 
President 





STANLEY C. ALLYN 
President, The National Cash 
Register Company 

SOSTHENES BEHN 
Chairman, International 


Telephone and Telegraph 
Corporation 


CURTIS E. CALDER 
Chairman of the Board, Electric 
Bond and Share Company 

CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 

L. M. GIANNINI 
President, Bank of America 
National Trust and Savings 
Association 

JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co, 


HARRY C. HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 

WILLIAM H. HOOVER 
President, Anaconda Copper 
Mining Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

KEITH S. McHUGH 
President, New York 
Telephone Company 

ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

GERARD SWOPE 
Honorary President, General 
Electric Company 

REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
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| Interest Rate Reversal? 


While a quarterly survey by the Fed- 
eral Reserve Bank of New York disclosed 
that interest rates charged by New York 
City banks on business loans rose 
sharply during the first quarter of 1952, 
there are commentators who sense that 
the peak in the upward trend may have 
been reached. 

Barring unforeseen events, no increase 
in prime rate above the prevailing 3 per 
cent is expected by Dr. Marcus Nadler, 
professor of banking and finance at New 
York University. It is even hazarded in 
some quarters that this minimum rate, 
set last December, may decline. 

One change in the outlook is the bond 
trend reversal, with prices going up and 
yields on the downtrend. Also, in some 
areas, premiums on F.H.A. mortgages 
are becoming increasingly common. 

Slight tendency. Another straw in the 
wind is a Federal Reserve Bank of New 
York report on commercial paper. Whilé 
outstandings have reached the highest 
level since 1930, the Reserve Bank ob- 
serves that “there seems to have been a 
slight tendency in certain out-of-town 
areas on recent days for open market 
commercial paper rates to soften.” It 
cited reported scattered instances of 
choice business notes of short maturity 
at % per cent below the prevailing 2% 
per cent quotation for prime paper. 

One commentator has expressed the 
opinion that in view of the changed out- 
look, commercial banks especially may 
want to go slow in raising interest rates 
on saving’s accounts. 
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Inventories and Credits 


The big increase in bank loans during 
the past two years has been related, 
to a considerable extent, to the increase 
in business inventories. There are only 
a few facts and almost no statistics to 
prove the point but it is widely accepted. 
The weekly banking figures issued in 
connection with the Voluntary Credit 
Restraint Program show that new loans 
have tended to go to businesses of a 
type that usually carry large inventories. 

The recent business news has tended 
to emphasize the reductions in retail in- 
ventories. Such a reduction has taken 
place, as the accompanying chart indi- 
cates, but as an offset to this decline, 
manufacturing inventories have con- 
tinued to increase. 

Almost a year ago, roughly in mid- 
1951, inventories stopped their rapid ad- 
vance. During the prior year, inventories 
had increased more than 16 billions of 
dollars. But since then the further in- 
crease has been slower. 

Complicating factor. The problem of 
eppraising these inventory statistics is 
complicated by a special factor: the de- 
fense effort. A great deal of commodity 
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The picture is mixed 


stocking undertaken directly by the 
Federal government does not show up 
in the Department of Commerce figures 
of business inventories. Some of the 
manufacturing inventories that do ap- 
pear in these figures are of items that 
are not destined for the civilian economy 
but for the defense effort. And so the 
picture is a mixed and confusing one. 

The confusion is not helped by the 
fact that within the business scene there 
are great differences in the nature of re- 
ported inventory problems. The difficul- 
ties of the textile industry are notorious. 
There have been recent easing in some 
forms of steel, of lead, and of aluminum. 
There have even been reports that cop- 
per is not as short as it was and that 
hidden stocks are coming to light. But 
certain of the metals are still in short 
supply. 

In perspective. In general, present in- 
ventories are not high by historical 
standards. The present 70 billion dollar 
total of business inventories is only 
about 21 per cent of gross national 
product. In 1939, the earliest date for 
which figures are available the ratio was 
22 per cent. 

But this is not necessarily reassuring. 
Inventories are tender; a small drop in 
sales often causes a piling up of in- 
ventories before purchases can be slowed 
down. For example, five or six good 
months of sales would bring present re- 
tail inventories back to their pre-Korean 
levels. But slow sales during the same 
period would mean that retail orders 
would have to be cut even below present 
levels if inventories were not to start 


increasing in volume again. 

Some conclusions. The foregoing facts 
lead to a number of rather interesting 
conclusions: 

1. To the extent that the bigger man- 
ufacturing inventories are the result 
of the defense effort, the inflationary 
effects of defense are nearer their peak 
(or nearer being over the hump) than 
is sometimes assumed. If manufacturers 
have bought and paid for materials which 
are going into defense work, the infla- 
tionary impact has been felt even if the 
results do not show up in the Federal 
deficit until next year. 

2. Civilian buying has a large cushion 
back of it. Even if consumer buying 
should become rather more active in 
the next few months, it would not neces- 
sarily have a pronounced effect on prices. 
Without a threat of civilian shortages, 
there is real hope that we will not have 
another hoarding wave of buying. There 
is also hope that the high savings rate 
will be maintained. 

3. Banks are already aware of the 
necessity of supervising inventory 
credits closely. They were partly re- 
sponsible for healthy reduction in whole- 
sale and retail inventories since June, 
1951. This early cleansing of the inven- 
tories has been of great benefit in re- 
straining inflationary developments. 
Banks can take pride in having made 
this contribution to national stability. 
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Savings Banks Eye Stocks 

For the mutual savings banks in that 
mecca of savings, New York State, a 
host of uncertainties were swept away 
when legislation finally cleared that will 
let them invest in common stocks for 
the first time in their 131 years of exist- 
ence. 

This permissive legislation has an im- 
portant bearing on their outlook on 
such basic points as earnings, mortgage 
policy, Federal income taxes and the 
troubles of the stiff competition they 
face from other savings media. 

Quick action. Keen interest in the pos- 
sibilities opened up is evident. As soon 
as the bill cleared the legislature but 
before it was signed into law, the major 
banks were all well along setting up 
facilities to handle common stock invest- 
ments. Even the Savings Banks Trust 
Company, which acts somewhat in the 
capacity of a central bank for the 
mutuals, had blueprints underway to set 
up an investment company that would 
handle equity investments of smaller 
banks unable to afford their own invest- 
ment departments. 

Just how much will be available for 
stock investments under the five per 
cent of assets limit imposed by the law 
is unknown yet. Best estimates are that 
it will amount to more than half a 
billion dollars. 
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Increased dividends, expansion in statewide cooperative advertising, spark drive for savings 


Mutual earnings. The most important 
part of the new freedom naturally cen- 
ters on earnings. To meet the lusty com- 
petition of the savings and loan associa- 
tions, the mutuals rushed to the higher 
2% per cent interest rate pell mell when 
the State Banking Department increased 
the maximum from the old 2 per cent 
earlier this year. 

The rush was such that some conserv- 
ative bankers looked askance at the com- 
motion and warned against it as “reck- 
less” and “‘ill-advised hysteria.” It was 
also noteworthy that few of the banks, 
such was their haste, found any time 
to stop at any intermediate level of, 
say 2% per cent although it was known 
at the time that other legislation was 
being prepared to permit the intermedi- 
ate level which could be supplemented 
with year-end extras to bring the rate 
to the 2% per cent limit. 

All this criticism is said to have 
stopped when the picture was changed 
by the investment law. Today, accord- 
ing to financial observers, there is little 
debate over the ability of the banks to 
boost their earnings enough to maintain 
the higher rate. 

Tax advantage. As experts figured it 
out for legislative debate, once the in- 
come taxes become effective, a bank’s 
yield on a 4 per cent mortgage would 
have dwindled after taxes to 1.92 per 
cent. And out of this would still have 
to come the expenses of collection and 
inspection, plus overhead. These might 
run as high as an additional one-half 
of one per cent. 
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By contrast, a stock investment of 
the same 4 per cent yield after taxes 
would still leave the bank 3.69 per cent 
and it would be “clean’’ without the 
extra expenses of mortgage supervision. 

The differences in dividend and ordi- 
nary income yield is tied up with a dis- 
tinction in corporate tax law. Thus any 
corporation, banks included, pays a maxi- 
mum of 7.80 per cent on dividend income, 
the theory being that the dividend-dis- 
bursing concern already has paid income 
tax on the earnings paid out in dividends. 
On the contrary, other bank income such 
as mortgage interest goes into the pot 
which, after expenses and savings inter- 
est payments, is subject to regular 
corporate tax rates. 

Competitive aspect. Apart from the 
earnings aspect, the new legislation has 
given the banks a good assist in meeting 
the admittedly tough competition they 
have been facing. As they rushed to the 
higher interest rate, which had been in 
effect in the loan associations for long, 
a few of the latter met the threat by 
increasing their dividends from 2% to 
3 per cent. But the change was nowhere 
near as unanimous as it was in the case 
of the banks. 

The New York savings banks, simul- 
taneously, have turned to advertising 
on a broad front to meet their competi- 
tion, both individually and through a 
statewide cooperative ad program, now 
in its 11th year. As a matter of fact, 
the statewide joint endeavor this year 
was handed a budget increased a fat 50 
per cent. This year the pool approaches 


$350,000 to be used in tie-in promotions 
both in straight advertising and in pro- 
moting thrift campaigns in schools. 

There were solid reasons for the New 
York State mutuals to get aggressive. 
They are the _ state’s chief savings 
medium beyond question. But there are 
signs that the time had come to hustle. 
Savings and loan shares, for instance, 
doubled in New York since 1945, while 
overall bank time- and savings deposits 
increased by a bit more than a third. 

In terms of total deposits, the New 
York mutuals had less to fear. At the 
end of 1951 savings deposits totaled $12 
billions against $1.4 billions in savings 
and loan shares. 

Eases pressure. As in other areas, the 
mortgage problem has been troublesome 
and threatening to become even more 
so with income tax problems added. The 
pressure of earnings has been constantly 
toward higher mortgage yields but it is 
equally evident that this is an u- 
popular move both in cultivating good 
will and in keeping politics out of the 
mortgage field. The chance to bolster 
overall earnings through investments 
quite naturally was received with plenty 
of relief that turned the spotlight away 
from higher mortgage rates, at least 
momentarily. 

Mortgage loans up to now are stil! the 
big business of the mutuals. In fact, in 
1951 for the first time in a decade they 
became again the major asset of tlie 
savings banks, totaling $6.1 billions 
46 per cent of total assets. 

Tax outlook. Income taxes are a prol- 
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“... Ves, Art, we buy and sell our 
Government bonds through Bankers Trust 
in New York. Because theyhe @ primary 
gealer all prices are nef; And their 
over-al/ advice on our account has been 



































When you buy Governments from Bankers Trust—you deal direct 


As a primary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain an in- 
ventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 


saving for your bank. 


Moreover, this service is rendered 
0 our Customers at the lowest pos- 
sible cost—all prices are net. 


We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 
answer your questions regarding 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


this segment of your portfolio. 


For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N. ¥. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-3333 for 
Governments and NY 1-850 for State 
and Municipals. 








Your bank 
keeps the full 


commission 


when you cell 


Bank of America 


“BolN TRAVELERS CHEQUES 





Get full return on your Travelers 
Cheque business. Sell the cheque 
that offers you 


@ full commission 
@ worldwide acceptance 
@ simplified accounting 


@ prompt refunds 


For further information on the 
sale of world-famous Bank of 
America Travelers Cheques, write 


Bank of America 


NATIONAL TRVSNG3 ASSOCIATION 


Travelers Cheque Department 
625 Market Street 
San Francisco, California 


Over 530 branches in California. 
Overseas branches: London, Guam, 
Yokohama, Kobe, Tokyo, Manila, 
Bangkok. Representatives: New York, 
Washington, Milan, Paris, Duesseldorf, 
Mexico City, Zurich. Correspondents 
throughout the world. 
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lem less immediate at the moment. Most 
of the larger units aren’t expected to 
reach the point in their reserves where 
they will have to pay taxes. It isn’t too 
remote a problem, however, since if the 


| present trend continues, most of them 


will be taxpayers by the end of this 


| year. The bankers feel that by that time 


they will have their investment problems 
sufficiently underway to. meet the tax 
bill without undue difficulty. 

None of these problems are peculiar 
only to New York, but they are felt 
keenly in that area since savings are big 
money there. Of the ten largest mutual 
savings banks in the country, New York 
alone accounts for all but one. The 
state’s savings banks, moreover, take 
64 places in the first 100 largest mutuals. 
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Financial Leadership 


“As custodians of the public’s funds, 
the bankers of this country have a 
greater opportunity in returning the na- 
tion to financial soundness than any other 
group. The local banker should bear the 
responsibility of informing his customers 
about the broad factors that are shaping 
the course of business and the course of 
our economy.” 

This was the key thought expressed by 
W. Harold Brenton, vice-president of the 
American Bankers Association, before 
Louisiana bankers last month. Indica- 
tions are that it will be a major tenet in 
the A.B.A. administration of this Iowa 
banker next year. 

Larger outlook. Mr. Brenton does not 
expect bankers to be the saviours of the 
country, or specialized economic experts, 
but he believes they can no longer be 
content merely to 
understand their 
local problems. 
They must be in- 
formed on na- 
tional matters 
pertaining to the 
dollar: on govern- 
ment spending, 
debt, taxation, 
and inflation. 
“Bankers must be 
disciples of a 
sound economy,” 
Mr. Brenton as- 
serts, “so that we 
may have a bet- 
ter informed public and a better informed 
electorate.” One objective he has in mind 
is to prevent organized pressure groups 
from making the basic economic decisions 
for the entire country. 
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The New South 


The tremendous economic strides now 
being made by the South have caught 
the eyes of the nation. 

There has been a veritable “rash” of 
articles by leading magazines and news- 
papers, on the almost staggering indus- 
trial and agricultural growth of the “New 
South.” 

It’s an old story, though, to many of 
the Southern banks that have been in the 





Georgia Shares in a New Crop... 


Every time the presses roll, headlines in cities and towns throughout 
the State, tell the story of Georgia progress—"Cheese Firm To Budd 
$4,000,000 Ptanr.” “Steel Company Increases Plant Capacity. In fact, 
they are so numerous that they lose some of their impact. 

Their veal signdicaace to our tife and economy can he measured 
only in the total for recent years. 

Over two thousand new manufacturiog plants have heen opened in 
the State ducing the past 10 years. During the same period, factory 
employment has risen from 205,229 to 290,000, Payrolis—which mean, 
more important still, the buying pawer of Georgia peopje—aimos quad- 
rupled, guing from $162,400,000 in 1940. to $646,000,000 in 1950. 

All Georgians should be pleased with this growth. It is a cash crop 
Georgia did not have before. It means more opportunity and a higher 
standard of tiving to every citizen of this State and section. 

Yet, it is only a beginning—a tening, so two speak, of what Georgia 
and the Southeast can do with the iabor, natural resources, markers and 
power facilities at their command. Ir is the start of industry to meet agri- 
culture halfway in devcloping the finest possible plage to live and work. 

Let's keep é up. 
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Economic resurgence hailed 


forefront in raising that area from eco- 
nomic bondage. One of these is the Trust 
Company of Georgia. For years, many 
phases of this bank’s operations—includ- 
ing its farm-industry department—have 
been chiefly concerned with promoting 
the economic achievements now becoming 
recognized on a national scale. 

For a number of months, the Trust 
Company has been running a timely se 
ries of advertisements dramatizing to 
Georgia’s own citizens what has been ac- 
complished in their state in recent years, 
and the opportunities that lie ahead. 

The ads discuss such subjects as 
Georgia’s continually-enlarging  indus- 
trial capacity, its rise as an important 
meat-producing state, the “gold-mine” in 
its forests, the expansion in electric 
power, educational facilities, the chicken 


industry, the textile industry, and other Ff 
advances. One example of the series is 


reproduced above. 
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Case Study of a 
Private Placement Loan 


The mechanics of how a large insu [7 


ance company puts its funds to work are 
interestingly explained by means of 4 
case history example, in the annual re- 
port to policyholders of New York Life 
Insurance Company. Other financial in- 
stitutions may find the idea well worth 
considering. 

In the previous year’s report, New 
York Life described its investment opel: 
ation in terms of its total portfolio. The 
objective was to show how the Com: 
pany’s investments, averaging more thal 
$3 million each working day, contribute 
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to America’s well-being. 
The current report details, step by 


Nstep, how an investment is actually made. 
|The case example, based on fact, relates 
to a chemical firm that needs $2% mil- 


lion to expand plant capacity for produc- 
tion of a new antibiotic. The firm’s 


Ndirectors decide that a long-term loan 


is required, and the president of the 
local bank—one of New York Life’s 315 
panks of deposit in the United States 
fand Canada—recommends that the in- 
Nsurance firm be contacted. The story 
Hcarries on with a chronological narrative 
account of the process that follows in 
}consummating a private placement loan. 
| Tied in with the narrative is an illus- 
trated organization chart showing how 
the insurance firm’s investment respon- 
sibility is delegated and coordinated. 
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Bank Control Obtained 
by Investment Trusts 


The banking world sat up and took 
notice at the news that Robert R. Young, 
fnancier and railroad magnate, had com- 
pleted stock purchases that made him 
and his associates the largest investors 
fin the Marine Midland Corporation, 
iwhich controls 14 banks throughout New 
York State. 

The purchasing of 9% per cent of 
the Marine Midland Corporation com- 
mon stock, and some preferred stock, 
was carried out by three investment 
companies that are part of the Young- 
controlled empire: Alleghany Corpora- 
tion, Investors Syndicate of America, 
Inc., and Investors Mutual, Inc. 
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“Issue Ad*’ Innovation 

Advertisements featuring issues of 

bonds or stock have long been rather dull, 
stodgy looking affairs. Up to recently, in 
layout and appearance, they were about 
the same as they were 25 years ago. 

Then the Bank of America adopted the 
jidea of small illustrations in connection 
» with these ads. If it was a public utility 
issue, for example, a smal] sketch of a 
power-house enlivened the copy. 

In Chicago, this trend toward improved 





Greater attention value 
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Today’s Embezzler 


takes a 


BIGGER BITE! 


Minas every day headlines like these drive home the fact that 
today’s embezzlements are not only more frequent but larger. 
In many recent cases, the shortage has far exceeded the amount 
of the bond. 

With your transactions involving larger amounts, and with 
increasing inflationary pressures on employees, now is the time 
to re-examine your Blanket Bond protection and make sure it 
is in line with today’s greater risks. 

Our agent in your community will gladly arrange for one of 
our Bank Specialists to help review your bonding program. 

Call our agent — now! 


"Bank Questionnaire Manual’’—FREE!————— 


If you’d like a copy of our helpful booklet which makes 
many practical suggestions about internal controls for both 
large and small banks — just address Agency & Production 
Department. Thousands of bankers have written for it. 


HMERICAN SURETY 


rete eemn COMPANY 


100 Broadway, New York 5, N. Y. 
FIDELITY - SURETY - CASUALTY - INLAND MARINE - ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH UNITED STATES AVIATION UNDERWRITERS. INC. 











appearance took a step forward with the 
ad reproduced on page 7. The offering 
of Board of Education School Building 
Bonds is helped by an effective layout and 
attractive schoolroom drawing. 

This trend, if continued, should aid in 
stepping up the attention value of issue 
advertising. 
























grossing reading by extensive use. of in- 
teresting pictures. They graphically re- 
late how other nations throughout the 
world are solving industrial, agricultural, 
transportation and foreign trade prob- 
lems. Pictured, too, are the National City 
branches in the countries portrayed, and 
the officers in charge. 

















e e e More statistical in nature are Chase’s M 

quarterly brochures on Latin America. f 

The Picture Abroad The latest issue, published this Spring, is ref 
; f ee ene highlighted by an article on U. S. private it 

Our great city banking institutions investments in Latin America. It con- pat 

compile a tremendous volume of trade  trasts the present flow of capital to that Fa 

and economic information in the course ye, with the boom in the 1920’s, and nix 

of their day-to-day operations. And, this traces the trend country by country. Each ope 

mountainous pile of data is augmented jssye also covers the most newsworthy is 

by the statistical studies of their research internal economic developments within lan 

departments. | : the Latin American nations. whi 

In the foreign field, tangible evidence wel 

* * * bar 

ee des 

ee Te eae Center of British Banking London Clearing House se 

The new home of the London Clearing str 

House, which after many setbacks due tio1 

to the war, has now been partly com- Post Office in Lombard Street from 1678, acc 

pleted, has quickly become the center and the present building was the one the 

of all major commonwealth banking ac- from which the first mail coach was 7 

tivities. Besides the Clearing House, the’ established between London and Bristol cul; 

LATIN-AMERICAN building houses the Institute of Bankers, in 1783. The Post Office branch still sto! 

BUSINESS HIGHLIGHTS the British Bankers’ Association, the fine established in the old building will be J roo 

THe library of the Institute, and several sub- located in the new Clearing House build- | bui 

sidiary banking organizations. It also ing when it is completed. gla 

houses the important Foreign Exchange The last word. The interior of the new vid 

Committee, on which American and building is recognized as an architectural — rou 

Canadian banks with branches.in London gem, and the library of the Institute of J nat 

are represented. Bankers has attracted especially favor- laic 

Historic setting. The new building § able attention. The Institute, which is wor 

faces on Lombard Street and King Wil-_ similar in its works and objects to the tur 

liam Street, both of which are concerned American Institute of Banking, has stu 

& with the beginnings of London’s financial 40,000 members, most of whom take its thr 

history. The Clearing House, the mother educational courses. ( 

THE CHASE NATIONAL BANK of all similar institutions, was organized The Clearing House itself is the last the 

=: ner in 1770, and in 1833 moved to premises word in lay-out and equipment for the tha 

in Post Office Court, in Lombard Street. vast amount of work it has to do every bui 








Country by country 


of this is seen in the series of around-the- 
world illustrated booklets being published 
monthly by the National City Bank of 
New York, and the comprehensive quar- 
terly digest of “Latin-American Business 
Highlights” issued by The Chase National 
Bank. 

Though based on solid fact, the Na- 
tional City bulletins have been made en- 


It remained there until 1938, when tem- 
porary quarters were taken pending the 
erection of the new building. After the 
steel skeleton for this was erected, war 
broke out, and it is only now, 13 years 
later, that the Clearing House has been 
able, with many associated organizations, 
to return to its former quarters. 

The building will eventually be twice 
as large and three stories higher than 
at present. The apparently derelict 
building adjoining it is the original 
General Post Office. There has been a 


business day. More than a million items 
a day are handled. 

British bankers feel that with a return 
to orthodox financial principles on the 
part of the Government, and the meas- 
ures already taken to allow those prin- 
ciples to function, they can look forward 
to an increasing world confidence in the 
pound sterling. The new quarters of the 
London financial community, and _ the 
atmosphere it has created, give them 
both a tangible and intangible assurance 
that they are right. 


Industrial and trade developments throughout the world made interesting in illustrated booklet series 
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BANKING NEWS 








Model of Informality 


An outstanding bank building, one that 
reflects architecturally the locale in which 
it is situated and the character of its 
patrons,. has been completed for the 
Farmers and Stockmens Bank at Phoe- 
nix, Arizona. This fledgling bank, first 
opened for business in September, 1950, 
is located in the center of the Tovrea 
land and cattle company feeding pens, 
where more than 300,000 head of cattle 
were finished for market last year. The 
bank’s recently-completed building was 
designed not only to reflect a sense of 
financial security, but also to capture the 
informality that typifies the region. The 
striking result has become a major attrac- 
tion for tourists in the Phoenix area, 
according to Roy Woodard, president of 
the bank. 

The buiiding features an unusual cir- 
cular vault, walled solidly with native 
stone, accessible from the main banking 
room but jutting out beyond the main 
building structure. The bank lobby is 
glass enclosed from floor to ceiling, pro- 
viding a scenic panorama of the sur- 
rounding desert and mountains. Rugged 
native materials, such as the random- 
laid stone in the floors, the rough-sawn 
wood furnishings, and the coarsely tex- 
tured wall surfaces, make for a shifting 
study of visual and tactile contrasts 
throughout the bank. 

On a terrace. A covered passage links 
the bank with a stockyard office building 
that was already on the site. The total 
building area for the bank is 7,267 square 
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An architectural reflection of its locale and patrons 


feet. In addition, there are exterior paved 
terraces which cover 13,468 square feet. 
Developed by the firm of Pereira & Luck- 
man, Los Angeles architects-engineers, 
the bank building was built at a cost of 
approximately $112,000. 

To provide protection against the in- 
tense heat of the Arizona sun, the archi- 
tects equipped the northwest wall of the 
building with exterior sun louvers. This 
device helps to reduce the load on the 
building’s air-conditioning system. The 
entire building is situated on a raised 
terrace above the level of the surround- 





ing area. The terrace is defined by a low 
stone wall which parallels the rough, 
random-stone treatment of the vault. 

In addition to the public banking room 
and the vault, the building includes a 
mezzanine, in which are located offices, 
a conference room and rest rooms. 
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Revised NABAC Manual 


Last month a new and completely re- 
vised edition of the “Manual of Bank 
Accounting, Auditing and Operation,” 


A shifting study of visual and tactile contrasts 


The unusual Farmers and Stockmens Bank of Phoenix, Arizona, 

is designed to give the illusion that the bank is part of its 

scenic locale. At left, an exterior view of the bank, and below, 
the bank lobby. 


























published by the National Association of 
Bank Auditors and Comptrollers, was 
mailed to each bank in the United States 
that is insured through the Federal De- 
posit Insurance Corporation. According 
to Clarence H. Lichtfeldt, NABAC pres- 
ident and comptroller of the First Wis- 
consin National Bank, Milwaukee, the 
newly-revised manual is a compilation 
of the work of many members and local 
conferences of the association, working 
under the chairmanship of Burton P. 
Allen, president of the First National 
Bank, Milaca, Minnesota, and a past 
president of the association, who also 
headed the committee which compiled 
the original edition in 1943. This wide 
circulation of the manual was sponsored 
by the F.D.I.C. as part of its program for 
improving bank operation and assuring 
the safety of deposits. 

Subject matter. In a foreword to the 
manual, urging careful study of the con- 
tents by bank officers, directors, and sen- 
ior employees in all banks, F.D.I.C. 
Chairman Maple T. Harl says: “This 
revised manual is a comprehensive and 
valuable contribution to the fields of 
accounting, auditing and bank operations. 
Though it is compiled primarily to meet 
the need for improved accounting and 
control methods in the smaller banks, the 
manual may be employed advantageously 
by banks in any size group. 

“The addition of a chapter on direct 
verification is a real and timely contribu- 
tion to the field of internal controls. 
Manifestly, officers and directors of banks 


NABAC MANUAL 


BANK ACCOUNTING 
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Improved accounting for smaller 


banks 


cannot afford to overlook any safeguard 
against loss arising from the factor of 
human frailty.” 

The first part of the revised manual, 
covering bank accounting and operation, 
deals with such subjects as: maintenance 
of essential bank records; proper account- 
ing for assets, liabilities, and capital 
accounts, methods of accounting for 
earnings and expenses; reserve account- 
ing; cash and accrual accounting; safe 








SEVENTEEN WAYS TO SPOIL A JOB 


With no intention of becoming 
morbid but simply in the interest of 
factual reporting, we must admit that 
last month we found out that we could 
spoil a job in seventeen different ways. 
It doesn’t seem possible because on the 
usual order, selling for three dollars and 
fifty cents, we employ only sixteen 
labor operations. Apparently someone 
repeated. 


Obviously, we wouldn't be using this 
subject for an advertisement if it was 
disturbing to us, so it is a pleasure to 
report that the number of spoiled jobs 
in relation to the number produced was 
astonishingly low. The mere fact that 
we successfully cleared so many without 
error, in spite of the seventeen types of 
errors we did make, is a testimonial to 
the watchfulness of our people. 


As a matter of fact, we are of the 
opinion that the more jobs handled the 
easier it is to produce them perfectly. 


Large volume calls for streamlined 
methods which, in turn, minimize the 
human factor of error. Given good, 
clear specifications, the chances are a 
thousand to one that the order will 
move thru any DeLuxe plant swiftly 
and accurately, and the more we know 
about the spots where errors could 
occur, the easier it is for us to circum- 
vent them. Incidentally, we rerun all 
spoiled jobs at our cost regardless of 
whether we were responsible or were 
given incorrect copy. 


All of which leads us to believe that we 
can do a pretty satisfactory job for any 
bank requiring fast, accurate handling 
of orders in large or small numbers. 
We shall continue to strive to wipe out, 
one by one, the errors that can be 
eliminated thru improved methods. We 
never hope to get away from human 
errors, but we certainly are delighted 
that so few of them occur. 
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deposit and safekeeping operations; in- 
ternal safeguards; examinations by direc. 
tors; and management reports. 

The balance of the 290-page manual is 
devoted to bank auditing, direct verifica- 
tion, filing, storage, and destruction of 
bank records, and basic insurance and 
surety bonds. Additional information on 
this manual and on other practical 
NABAC publications may be obtained by 
writing: The National Association of 
Bank Auditors and Comptrollers, 38 §S, 
Dearborn Street, Chicago 3, Illinois. 
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Town Testing 


A highly unusual community relations 
project was recently completed in Mar- 
quette, Michigan, by The Union National 
Bank of that city. Through the courtesy 
of the bank, the city’s business and civic 
leaders were able to obtain an unbiased 
report on the character of the com- 
munity. When bank president Ernest L. 
Pearce heard of a Chicago research 
organization that conducted surveys on 
business and civic conditions in cities of 
under 100,000 population, he was struck 
by the idea that a community survey 
was an ideal project for a bank to initiate 
and underwrite. 

The suggestion was presented by Mr. 
Pearce to The Union National Bank’s 
board of directors who were heartily in 
favor of the plan. Some of the directors 
wondered, however, whether the bank 
did not run a risk should the survey 
results reflect unfavorably on individual 
businesses in the city. To meet this 
possible objection, the bank arranged a 
dinner meeting with some fifty of the 
town’s leading businessmen. When the 
survey plan was presented, the business- 
men of the city gave their wholehearted 
endorsement to the idea. 

Average visitors. Arrangements were 
made with J. R. Ozanne & Associates, 
276 Merchandise Mart, Chicago 54, to 
conduct the city-wide survey. The actual 
survey was conducted by average people, 
career men and women, housewives, and 
businessmen, posing as average visitors 
to the city. These Ozanne employees do 
not go out of their way to find fault, but 
come into a city and contact as many 
retail outlets and people serving the 
public as they possibly can. Freehand 
reports of each contact are written, tell- 
ing how the visitors are welcomed, sold, 
served, and thanked. These reports are 
then tabulated and summarized and the 
city is rated on a basis of from 1 to 100 
points on characteristics such as, greet- 
ing, selling, suggestive selling, facts 
about the merchandise, friendliness, 
Thank You or Come Again, entrances to 
the city, conditions of pavements, side- 
walks, store fronts, windows, interiors, 
housekeeping, etc. The reports do not 
involve lengthy facts and figures, but 
attempt to give an accurate picture of 
the town’s impression on strangers or 
visitors. 

A result meeting. To pass along the 
results of this bank-sponsored, “see our- 
selves as others see us” survey, the 
Merchants Division of the Marquette 
Chamber of Commerce arranged a ban- 
quet that was attended by 275 of the local 
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Board of Directors Statement of Condition March 31, 1952 

ns 
I Edward E. Brown 
al Chairman of the Board ASSETS 

sy Cash and Due from Banks ‘ ‘ i , . - $ 498,790,720.71 
= Leopold E. Block United States Obligations—Direct and Sensei 
m- er wery 4 eee. Unpledged . ‘ ‘ . $ 260,045,430.87 

> ee Pledged—To Secure Public Deposits and 
ws Augustus A. Carpenter Deposits Subject to Federal Court Order 257,843,603.96 

of Director, Hills-McCanna To Secure Trust Deposits. ; ; 50,243,309.04 

Z Company Under Trust Act of Illinois . A ; 512,000.00 568.644,343.87 
te J. D. Farrington Other Bonds and Securities : . ‘ : ‘ ‘ ; 128,760,330.84 
bs President, Chicago, Loans and Discounts ; ‘ ‘ ; ‘ ‘ . .  1,092,889,607.60 
sie Rock Island and Pacific Real Estate (Bank Building) . Q ‘ . ‘ ‘ ‘ 2,131,854.91 
, Railroad Company 

_ Federal Reserve Bank Stock . ‘ P ‘ ‘ ‘ ° 5,100,000.00 
a James B. Forgan Customers’ Liability Account of Acceptances . ‘ae ° 3,422,511.24 
ey Vice-Chairman of the Board Interest Earned, not Collected . ; ; ; :. ‘ ‘ 6,391,675.30 
lal 
Lis Walter M. Heymann Other Assets ‘ * e e . ‘ " ° ’ ° (206e ae 
a Wien Dissent $2,307,695,445.85 
“ LIABILITIES 
S- Henry P. Isham Capital Stock . 2. ee eee $= 90,000,000.00 
ed — ee Surplus. ee ee ee ee ee 80,000,000.00 
re Other Undivided Profits ‘ ; . ‘ . ‘ ‘ . 4,744,121.39 
fo James S. Knowlson Discount Collected, but not Earned. . . «we 2,099,922.85 
al — Dividends Declared, but Unpaid . . 3 . «we 3,600,000.00 
le, Stewart-Warner Corp. Reserve for Taxes,etc. . ; , ; ‘ : ‘ 25,973,599.27 
nd >. Bills Payable. : ; : ‘ , ; . ° . 20,000,000.00 
T's Homer J. Livingston RM. 

do Dnahlins Liability Account of Acceptances. ; ° : : ° 3,5994,437.12 
- Time Deposits. . . . « « $ 456,941,058.18 
ny , 
he Hughston M. McBain Demand Deposits . . . «. «¢ — 1,362,530,743.27 
“ Marshall Field & Convany Deposits of Public Funds. =. =. ~—«-*__258,200,770.57  2,077,672,572.02 
ld, Liabilities other than those above stated . ; ; ; , 10,793.20 
ire Bentley G. McCloud $2,307,695,445.85 
he Banker 
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business men. The highlights of the 
survey were outlined at this banquet by 
a representative of the Ozanne Company, 
while officers of The Union National Bank 
presented their personal observations on 
the results. 

Following the banquet with its overall 
summary of the survey, the local mer- 
chants were invited to visit the bank to 
see the specific comments that were made 
on their individual businesses. 


° So ° 


Installment Credit Meeting 


“While in some areas there may be 
cause for concern, generally the outlook 


for installment credit and consumer dur- 
able goods production for the balance of 
the year is good.” This statement well 
summarizes the consensus of thinking 
among the 1200 bankers who met recently 
in Chicago to discuss the problems of 
their installment lending operations. The 
speaker who summarized the events of 
this informative meeting was Paul M. 
Welch, chairman of the Consumer Credit 
Committee of the American Bankers 
Association and vice-president of The 
Citizens & Southern National Bank, 
Atlanta, Georgia, who went on to sound 
a note of caution. “We do not anticipate 
any adverse situations that will affect 
materially this business,” said Mr. Welch. 
“To the installment credit operators, an 
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Member Federal Deposit Insurance Corporation 





20 of America’s 25 Largest 
Businesses are Shawmut Customers* 





The National CLs winut Bank 


40 WATER STREET, BOSTON 
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Capital and Surplus $30,000,000 
* Based on Sales Reported by Moody's Manual. 
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The Phoenix Insurance Co. 
Hartford, Connecticut 


The Connecticut Fire Insurance Co. 
ord, Connecticut 


Equitable Fire & Marine Insurance Co. 
Providence, Rhode Island 


Minneapolis, Minnesota 
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CONsult us with 
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CONstructive solutions 
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Time Tried and Fire Tested 


Minneapolis Fire & Marine Insurance Co. 


The Central States Fire Insurance Co. 
ichita, Kansas 


Atlantic Fire Insurance Co. 
Raleigh, North Carolina 
Great Eastern Fire Insurance Co. 
White Plains, New York 
Reliance Insurance Co. of Canada 
Montreal, P. Q., Canada 
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optimistic approach is indicated. How- 
ever, very probably it would be wise to 
adopt a conservative approach to inven- 
tory financing to the degree that we 
should counsel with our distributor and 
dealer customer to the end that balanced 
inventories is the order of the day.” 

Fed commended. Meeting at the La 
Salle Hotel in Chicago, the A.B.A. Na- 
tional Installment Credit Conference was 
marked by lively discussions on confusing 
localized outgrowths of the defense effort, 
such as, rising inventories in some lines 
of goods, materials shortages in others, 
and the contrast of serious unemployment 
in some areas with shortages of man- 
power in others. Heartily commended by 
the credit bankers was the recent action 
of the Federal Reserve Board in remov- 
ing restrictions as to down-payments on 
home improvement and Title I loans. 
Commenting on this Federal Reserve 
action, Mr. Welch said: “If we can accept 
this as an expression of their current 
thinking, we may look with renewed hope 
to the possibility that within the imme- 
diate future the de-listing of articles in 
excess supply might be an accomplished 
fact. We strenuously suggest and renew 
our stand that direct controls should be 
eliminated in their entirety.” 


5 5 ° 


Ideas and Innovations 


The bank must be virtually everyone's 
friend. Good bank public relations is a 
never-ending, far-reaching activity that 
extends to customers, potential cus- 
tomers, stockholders, employees, corre- 
spondents, and the bank’s community in 
general. The public relations ideas that 
are cited below show a few recent 
examples of innovations and refinements 
in the demanding work of winning 
friends and influencing people on behalf 
of banks and banking. 

In order to gain ideas to help their 
bank and their community, the board of 
directors of the First National Bank of 
McComb, Mississippi, recently spent a 
day in New Orleans, conferring with 
financial and business leaders and observ- 
ing new methods. This group of public 
relations-minded bankers became in turn 
the object of an unusual public relations 
idea when their New Orleans correspond- 
ent, the National Bank of Commerce, 
turned over the use of its board room 
for their use. The directors of the 


| McComb bank held a regular meeting in 


their correspondent’s quarters. Officers 
of the National Bank of Commerce 


| assisted the McComb bank board in their 





quest for ideas by arranging meetings 
with top business leaders in the city and 
tours of industrial and marketing organ- 
izations. The experience was so success- 
ful that the National Bank of Commerce 
is making plans to invite the boards of 
directors of other correspondent banks 
to make similar visits. 

Correspondent cooperation. An _ un- 
usual innovation in the business of court- 
ing correspondents will be repeated in 
the fall as a result of the successful joint 
conference of correspondent banks held 
in Memphis last year. Through the 
Memphis Clearing House Association, 
the three major banks of that city are 
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L to R: P. B. (Jack) Garrett, Presi- 
dent of the Bank; Mr. Hess; W. W. 
Overton, Jr., Chairman of the Board. 
Texas Bank and Trust Company, Dallas 


Stresses soil conservation 


planning to entertain their correspondents 
on a cooperative plan on September 4. 
This date was selected through a ques- 
tionaire sent to the correspondents who 
attended the joint conference last year. 
A committee composed of the  vice- 
presidents in charge of correspondent 
relations for each of the three banks is 
planning the meeting. Here is an example 
of three large competing banks working 
cooperatively in one of the most competi- 
tive segments of the banking business. 
However, last year’s conference was so 
widely acclaimed by the correspondent 
visitors that the Memphis banks were 
happy to continue the joint conference 
plan. 

Believing that crop-growing and live- 
stock-raising are still the basis of the 
Texas economy, despite the outpour of oil 
and industrial products, the Texas Bank 
& Trust Company, Dallas, has set up an 
annual soil conservation district super- 
visors award program, designed to rec- 
ognize the efforts of the state’s soil con- 
servation officers, and to create a better 
understanding and closer relationship 
between the banker, farmer and rancher 
in Texas. Each year bank committees 
throughout the state select the outstand- 
ing conservationist in each of the state’s 
five soil conservation zones. The men 
selected are recognized by silver tray 
awards, and from their ranks comes the 
one conservation supervisor who receives 
the top award from the bank, a one-week 
all expense tour for two to one of the 
outstanding farms or ranches in the 
country. 

Businessmen and farmers. When offi- 
cers of the Grand Avenue Bank, Kansas 
City, read of a discussion series held by 
a large New York bank for its top 


corporation management customers, the | 


idea was conceived that a smaller bank 
could hold a similar meeting for its 
business customers. The Grand Avenue 
Bank is located in an area of small busi- 
nesses, most of which do not have the 


full-time employ of specialized record | 


keepers. The bank felt that many prob- 
lems met in local business were mutual 
and could be solved by common discussion. 

Direct mail invitations and reminders 
were used to call attention to the series 
of weekly meetings planned by the bank. 
All sessions were held within the bank. 
The first series covered the subjects of 
taxes, insurance, and wages, and the 
round-table or discussion method of 
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GEARED FOR ACTION... 


Guaranty Trust Company, with a nation-wide, 
world-wide correspondent network, can provide every facility 
that your bank or your customers may require. 


This broad range of service includes domestic, foreign, 
fiduciary, portfolio and many other functions. In addition, 
Guaranty Trust Company acts as registrar and 

transfer agent for corporate securities, as trustee of bond 
issues and pension trusts, and in numerous related capacities. 


These and other extensive services are yours when 
you make full use of our correspondent banking facilities. 
Why not plan to do so? 





Guaranty 
Trust Company 
of New York 


Capital Funds $380,000,000 











140 Broadway, New York 15 


Fifth Ave. at 44th St. Madison Ave. at60thSt. Rockefeller Plazaat 50th St. 
New York 36 ew York 21 New York 20 


London Paris Brussels 


Member Federal Deposit Insurance Corporation 
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The Arkansas Valley Bank, Pueblo, Colorado 














The Desert Bank, Indio, California 


Indian lore and Arab costumes play parts in public relations-programs 


presentation was used by the local 
authorities who covered these subjects. 

The farm element of the community 
was the target of a successful public 
relations meeting held recently by the 
Security Trust Company of Rochester, 
New York. A combination dinner and 
forum was planned by this bank to en- 
courage farm business in one of the 
bank’s suburban offices. Promotional 
activity for the meeting was limited to 
direct invitation by letter to approxi- 


_ mately 600 farmers selected by the bank 


in cooperation with the local Farm 
Bureau county agent. Over 250 farmers 
accepted the bank’s invitation to hear 
discussions of local and national farm 
problems by local authorities and officers 
of the bank. The close relationship be- 
tween the bank and the community was 
emphasized by the selection of the local 
high school as the meeting place and by 
the choice of the ladies of the local 
Grange to prepare and serve the country- 
style dinner following the talks. 

Schools and students. Some 3,000 high 


school students in Ogden, Utah, recently 
received interesting and well-developed 
lessons in banking through the Ogden 
branch of the First Security Bank of 
Utah, N. A. A new public relations 
program for this bank sends a bank 
officer out into the local high schools to 
acquaint young people with banking 
services and how to use them. In addi- 
tion to short lectures and question and 
answer sessions with the students, the 
program includes the showing of three 
films which teach dramatic lessons in the 
function of the commercial bank. Each 
of the students contacted during this 
project is given a First Security Bank 
memorandum pad. 

Students in the local public, parochial 
and private schools in Morris County, 
New Jersey, have been given the oppor- 
tunity to participate in the unusually 
well-organized “Know Your Bank Week” 
activities to be sponsored by the Morris 
County Bankers Association, May 12-17. 
This association represents 13 member 
banks in the county, according to Ralph 


Peterson, president. Through the school 
system, students have been invited to 
enter any or all of four departmental 
contests. The four contests give students 
a chance to create an essay, a poster, a 
dimensional display or a singing com- 
mercial on how local banks serve the 
community. Entries will be judged and 
prizes awarded in each local bank on the 
last day of the week-long open house. 
Local student winners will become eli- 
gible for a county-wide prize. In addi- 
tion, the Morris County Bankers Asso- 
ciation is encouraging Boy Scouts to 
qualify for merit badges in business, 
coin collecting, and farm records and 
bookkeeping during the “Know Your 
Bank Week.” Upon request, the local 
banks are assigning staff members to 
assist the scouts in qualifying for their 
badges. Some of the banks are also 
awarding an official handbook, with 
appropriate scout ceremonies during the 
open house, to every Cub Scout, Boy 
Scout, Explorer, Brownie and Girl Scout 
enrolled during the month preceding the 
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YUMA CG ongoany ESTABUSHED 1850 


AUTOMOBILE COVERAGES ALLENTOWN, PA. 


Your institution may well benefit from an 
inquiry into Stuyvesant’s method of opera- 


tion in writing physical damage insurance. 


Our record of performance—27 million 
dollars in premiums over the past five years— 
is proof of our high quality of service to 


institutions such as your own. 











16 


Burroughs Clearing House 


A. 


plar 
the 

con’ 
Ric 
sche 
edu 


May 











ool 

to 
tal 
nts 


ym- 
the 
und 
the 
ise. 
eli- 
idi- 
3S$0- 
to 
ESS, 
and 
our 
eal 
to 
1eir 
also 
vith 
the 
Boy 
out 
the 














ouse 


county-wide “Bank Week.” 

Indians and Arabs. The Arkansas 
Valley Bank of Pueblo, Colorado, is 
designed in a distinctive Indian pueblo 
styling around an open court. Recently, 
this architectural design, appropriate to 
the bank’s community, was further 
enhanced by the dedication of five orig- 
inal Indian motif murals in the bank’s 
lobby. The murals, painted in the bril- 
liant colors characteristic of Indian art, 
depict a buffalo hunt, an antelope hunt, 
wild horses, the eagle dance, and mother 
earth. Highlighting the dedication cere- 
monies for these striking paintings was 
the appearance of the world-renown 
Taos Indian artist, Pop-Chalee, creator 
of the murals, and her equally-famous 
husband, Edward Lee Natay, creator and 
singer of Navajo songs. Both Miss 
Chalee and Natay, clad in colorful tribal 
regalia, explained the significance of the 
five paintings to the many guests at the 
dedication. 

Joining in the spirit of the Riverside 
County Fair and National Date Festival, 
held in Indio, California this year, the 
Desert Bank of that city took on the look 
of a scene from “The Arabian Nights.” 
In order to stimulate interest in the fair, 
local businessmen and merchants have 
adopted the custom of wearing elaborate 
costumes during the week of the celebra- 
tion. Every member of the bank’s staff, 
from President O. A. Torgerson to the 
tellers, donned colorful Arabian costumes 
for the event. 


® + > 


A. I. B. Convention 


Shaping into completed form are the | 


plans for the 50th Annual Convention of 
the American Institute of Banking. The 


convention, which will be held in the | 


Rice Hotel, Houston, Texas, is on the 
schedule for June 2-6. The A. I. B. is the 
educational section of the American 
Bankers Association. 

Top speakers have been lined up for 
the five-day meeting, according to Alton 
P. Barr, president of the Institute and 
vice-president of the Security Commercial 
Bank, Birmingham, Alabama. In addi- 
tion to a series of timely addresses dur- 
ing the regular business sessions of the 
convention, five departmental confer- 
ences are scheduled. These conferences 
are delegate meetings for the discussion 
of specialized banking problems, sharing 
the program with other conferences on 
internal Institute business. The topic 
headings for these conference meetings 
will be: bank management and opera- 
tions; business development and adver- 
tising; credits; savings and mortgage; 
and trust business and investments. 

Nntertainment and contests. Wednesday 
afternoon, June 4 of the convention week, 
will be given over to an outing for those 

‘'ending the Houston meeting. Delegates 

i be taken by bus to Galveston, visit- 

the San Jacinto battleground and 

'cxas City on the way. In Galveston, 
re will be a buffet supper and danc- 
at the Municipal Pleasure Pier. 

\s is always the case at A. I. B. con- 

nitions, one of the highlights of the 

‘ceting will be the final competitions in 

National Public Speaking Contest 
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Banks and business firms interested in the 
opportunities offered by this growing country 
are invited to call on The Royal Bank of 
Canada. With more than 700 branches from 
coast to coast, we can offer vital information 
on specific areas...complete banking facili- 
ties...and many services outside the realm 
of routine banking. 


Over 760 branches in Canada, the West Indies, 
Central and South America; New York, London and Paris. 


NEW YORK AGENCY: 68 William St., N. Y. 5 


THE ROYAL B 
OF CANADA 


“A Big Bank Serving A Big Country” 


HEAD OFFICE: MONTREAL 


TOTAL ASSETS EXCEED $2,500,000,000 
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SERVICE 


Maintaining an inti- 
mate, personalized 
correspondent serv- 
ice. 








EXPERIENCE 


Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 
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POLICY 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 











The 
Public National 


Bank and Trust Company 
of New York 


Established 1908 


Member: New York Clearing House Association 
Federal Deposit Insurance Corporation 











NO NAILS-NO SCREWS 
Set it up without tools 


Learn all about this sturdy, 
easily erected, economical 


shelving for permanent rec- 
ord storage. 
Just a few Completely se neg of 
. recision cut Ponderosa pine, 
REPEAT USERS: vith factory applied metal in- 
Aluminum Co, terlocking brackets. Measures 
of Ametes 76" x 42" x 24". Each of six 
ceenencoateat shelves are adjustable 1” up or 
Corporation down. — ’ 
Halliburton Extension units lock to 
Oil Well starter unit making infinite 
Cementing Co. linear shelving or back-to-back 
Perfect Circle island shelving. 
Corporation CLIP THIS AD TO YOUR LETTERHEAD 
United States for details and the name of 
Rubber Co, your local dealer. 





BANKERS BOX COMPANY 


Record Retention Specialists Since 1918 
720 S. Dearborn St. © Chicago 5, Ill. 
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With bank support, students set up import-export business 


for the A. P. Giannini Educational En- 
dowment prizes. Six contestants for the 
convention contest are now being chosen 
by way of district contests throughout 
the country. The general theme for the 
contest program this year is “Education 
in American Life,” with a specific phase 
of this theme used throughout the district 
and semi-final contests. 

A hot contest for the vice-presidency 
of the Institute is also underway between 
Stetson B. Harman of Pasadena, Cali- 
fornia, and Leon I. Williams of Pitts- 
burgh, Pennsylvania. The unopposed can- 
didate for the presidency is the current 
vice-president of the Institute, Martin J. 
Travers, vice-president, Power City Trust 
Office, The Marine Trust Company of 
Western New York, Niagara Falls, New 
York. 
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A Junior Company 


During the current school term The 
Bank of California, N.A., at San Fran- 
cisco, has sponsored the activities of a 
unique import-export firm called Cali- 
fornia Global Traders. Incorporated 
under charter, this student group is the 
first to engage in the foreign trade field 
under the youth program of Junior 
Achievement, Inc. 

To date the operations of California 
Global Traders have shown a substantial 
profit from handling imported mer- 
chandise, including wood carvings from 
Italy; ceramic ware and tulip bulbs 
from Holland; silk scarves and embroi- 
dered linen handkerchiefs from Switzer- 
land, and photo mountings from Belgium. 
During the past Christmas season the 
Traders sold considerable numbers of 
mechanical toys from Japan. 

The trading group consists of selected 
high school seniors and first year college 
students who are interested in learning 


the “know-how” of foreign commerce and 
exchange under the guidance of the bank 
advisors. These students, whose ages 
range from 16 to 21, serve as the officers 
and the board of directors of the trading 
company. They meet once a week for a 
two hour business session. 

Bank advisors. The Bank of California 
advisors who laid out the plans for 
operations consisted of Thomas B. Shaw, 
Walter Martens and Benjamin Greenough 
of the foreign department, and Ivan 
Cawood of the credit department. In 
the division of advisory duties Mr. Shaw 
served as the chairman; Mr. Greenough 
supervised sales and marketing; Mr. 
Martens the problems of shipping and 
traffic management, and Mr. Cawood 
was charged with the organization of 
office management. 

“California Global Traders’ were 
organized in mid-October,” explained 
Chairman Shaw, “and we have had to 
bear in mind that sales and merchandise 
deliveries had to be terminated by the 
end of May, when the firm’s operations 
were scheduled to be liquidated and all 
net earnings paid out as dividends to 
the stockholders.” 

The group began living up to its name 
by contacting the foreign trade repre- 
sentatives in San Francisco, also the 
world-wide banking correspondents of 
The Bank of California. In this way 
merchandise leads were developed, con- 
tacts established with trading firms in 
foreign countries and catalogues, photo- 
graphs, samples and price lists obtained. 
On each contact made in a foreign coun- 
try—whether supplier or manufacturer 
—a credit report was obtained, referring 
to the firm’s financial and moral respon- 
sibility. 

The selling price of the merchandise 
also had to be determined. The Traders 
learned to compute the landed cost of 
the shipments, including packing charges, 
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What's a trip to Philadelphia without a visit to the 
wonderful, mouth-watering Reading Terminal Market? A visit 
to The Pennsylvania Company is a good idea, too — 
especially for out-of-town bankers. You'll find 23 offices, 
the largest credit files of the Philadelphia area, 

and speedy air mail check clearances, to name a few things, 


Stop in and see us the next time you’re by. 


The Pennsylvania Company 


for Banking and Trusts Founded 1812 


Serving more people more ways than any other Philadelphia bank 









23 offices, Philadelphia and suburbs Member Federal Reserve System + Federal Deposit Insurance Corporation 
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A large employee dining room 











A completely-equipped employee kitchen 


An entire floor is devoted to employee facilities in remodeled Waterbury Savings Bank 


ocean freight, insurance coverage for 
marine perils and breakage, consular 
and documentary fees, and the U.S. 
tariffs. 

Worthwhile visits. “The selling of the 
merchandise has not presented any 
serious problems,” stated Mr. Shaw. 
“One obstacle in our efforts to complete 
the program before close of the school 
term has been the length of time required 
to complete transactions through foreign 
correspondence. When an order is placed 
in some foreign country, there is a time 
lapse of five to six weeks before the 
goods can be delivered here.” 

To supplement the planned program 
the bank advisors also arranged for the 
youthful traders to visit the San Fran- 
cisco Free Trade Zone; the Custom 
House and the Appraiser’s Building; the 
waterfront docks and the Mission Rock 
Terminals, where the marks and ways of 
packing foreign shipments were sur- 
veyed. The group also visited the 
steamer “President Polk,” of American 
President Lines, and from the Captain’s 
bridge watched the ship’s officers super- 
vising the loading and stowing into the 
holds of cargoes destined for the Orient. 

Future plans. During the coming 
observance of Foreign Trade Week in 


20 


San Francisco, May 21-25, the bank will 
have a booth at the World Trade Fair 
in the Palace Hotel. It will be manned 
by members of California Global Traders 
and show exhibits of what they have 
accomplished. 

The management of The Bank of Cali- 
fornia, which has specialized in the 


Lounges and lockers in basement 











foreign trade and exchange field since 
its organization in 1864, is highly pleased 
with the success of the first youthful 
trading company operating under its 
sponsorship. Plans are now in the making 
to sponsor another group of selected 
senior students to take over at the next 
fall term. 
8 « 7 


For the Employee 

While the recent extensive remodeling 
of the Waterbury Savings Bank, Water- 
bury, Connecticut, resulted in a host of 
extra customer conveniences and a dis- 
tinctive and enduring architectural decor 
throughout the bank’s building, the un- 
usually comprehensive provision made 
for the comfort and convenience of the 
bank’s employees is especially notable in 
a bank of this size (approximately $82 
million). The entire third floor of the 
bank is given over to employee facilities. 
In addition to large locker rooms and 
lounges in the basement, there are em- 
ployee rest rooms on the third and fourth 
floors. A large and handsomely furnished 
recreation is available to employees any 
time during the day, during their lunch 
and rest periods. 
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The floor dedicated to employees holds 
a completely-equipped kitchen with a 
deep freeze, ice cream container, electric 


refrigerator, electric range and steam | 


table, electric dish washer, and a garbage 
disposal unit. On a service counter of the 
kitchen and the large dining room are 
two electric sandwich grills, a toaster, 
soup kitchen stand, and an automatic 
coffee maker. The dining room seats 
between fifty and sixty persons and is 
open from 10 A.M. to 2:30 P.M. Coffee, 
tea, and milk are furnished free of 
charge to employees during this period. 
The majority of the bank’s employees 
bring their lunch to the bank and pre- 
pare it themselves on the equipment 
available. 

Other facilities. A committee of em- 
ployees has charge of this floor including 
the kitchen and this committee offers 
various items of food to employees at 
cost. Some of these foodstuffs must be 
prepared by the purchaser, and the em- 
ployees are charged with the responsi- 
bility of cleaning up the tables and 
equipment they have used. 

The dining room, kitchen and recrea- 
tion room may be used in the evening 
by any employee who wishes to stay at 
the bank either to work or to attend 
A. I. B. classes. These rooms may also 
be reserved for parties given by and for 
employees. 

In addition, the third floor of the 
Waterbury Savings Bank includes an 
employees’ library, beautifully finished in 
walnut, with a fireplace, easy chairs, 
tables and davenports. This room may 
be used by employees at any time. 

On the roof of the bank a wooden plat- 
form has been constructed around which 
there are wooden benches where em- 
ployees may enjoy the sunshine during 
the summer months. In the basement, a 
special umbrella room is designed to 
eliminate the nuisance of storing opened 
umbrellas on rainy days. This room is 
completely tiled, ventilated and heated 
so that wet umbrellas will dry quickly 
when placed in racks. There are also 
clothes racks in the room to accommodate 
wet hats and coats. 


Good Will on Display 


Visitors and customers of the Brevoort 
Savings Bank in the Bayridge area of 
Brooklyn, New York, were not surprised 
by the recent appearance of a large col- 
lection of dolls in the lobby of the bank. 
It is well known throughout the com- 
munity that this bank is dedicated to a 
publie relations policy that brings a con- 
tinuous and varied flow of displays and 
exhibits into the bank’s quarters. There 
is always something interesting to see or 
examine in the bank. Under the public- 
spirited leadership of President Richard 
\. Brennan, the Brevoort Savings Bank 
has established a reputation as a com- 
munity-minded savings institution. While 
the bank’s good will and promotional 
activities are far-reaching, the public 
relations effort is concentrated most 
heavily on the unusual display program. 


Local publicity. Whenever possible, 
the bank’s lobby displays show some 
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Aircraft plants of Los Angeles 
Metropolitan Area employ over ite 
25% of America’s aircraft work- 
ers. Aircraft (airframes and parts) 
is the Southland’s largest manu- 
facturing industry, accounting for 
27% of all factory employment. 
Payroll currently is at a rate in 
excess of $600,000,000 per year; 
over 142,000 persons employed. 
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RESOURCES 
Cash and Due from Banks ............ $ 379,963,707.45 
U.S. Government 
SECUIIOS ....6:..60500 $890,893,377.39 
State and Municipal 
SOCUENICS ..5:5.66.60:0:0 57,538,155.33 
Other Bonds and 
SOCULITIES 0.0 c.cs0e 16,116,895.67 964,548,428.39 
Roane Geek SOREN). 600.55:0:0.00000000900 494,533,250.01 
Earned Interest Receivable ............ 4,975,256.10 
Customers’ Liability under Acceptances 
ee a os na oa ostaawabaninneucoun 4,500,157.49 
er eee 4,300,140.84 
CGE FIGS, oroeccsesesicwes sOedaioreane 120,509.18 
i vecacnnandemscessawdorses $1,852,941,449.46 
LIABILITIES 
BE stv ersswereewe $ 30,000,000.00 
Rae: 30,000,000.00 
Undivided Profits .... _49,502,873.87 $ 109,502,873.87 
Reserves for Interest, Taxes, etc....... 14,378,778.90 
Interest Collected—Unearned......... . 3,049,281.96 
Acceptances and Letters of Credit 
RIES ach Sacuseessawonaanes 4,500,241.93 
CCE TINE oo 0. 6:5.cciesecisresvviiciesieie 244,918.07 
Deposits—Time ..... $ 607,285,230.90 
—Demand.. 1,113,980,123.83 —1,721,265,354.73 
TAS oko ccorweiosioentioeenisis $1,852,941,449.46 


Securities carried at $178,217,529.14 are pledged to secure trust funds 


and U.S. 
purposes as required or permitted by law. 
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logical relation between their subject 
matter and the banking business, but 
this is at all times a secondary consider- 
ation. If potential display material 
promises to be of broad general interest 
it is presented. In recent months, the 
bank has offered displays of antique 
police paraphernalia, old-time methods for 
protecting valuables, and an elaborate 
exhibition featuring the history of the 
area. This latter display, which featured 
unusual translucent picture tableaux and 
real Indians, drew more than 8,000 people 
to the bank, and the exhibit has been in 
constant demand for showing in schools, 
churches, clubs and hospitals. Out of 
the extensive bank research that went 
into this exhibit, the bank compiled a 
substantial, illustrated booklet, titled 
“The Community in Which You Live,” 
tracing the history of the area from its 
earliest beginnings. Completely devoid 
of advertising for the bank’s services, 
this valuable booklet .has been adopted 
as a textbook in the local public schools. 
The bank’s public service activities of 
this type have been given extensive 
publicity by the local press. 

In support of the changing displays, 
The Brevoort Savings Bank follows many 
other community-oriented promotional 
plans, such as the Brevoort Almanac, a 
monthly information sheet on the activi- 
ties in the community. In a display 
window of department store proportions, 
a succession of seasonal exhibits, de- 
signed to attract customers in the area, 
is staged. 








President Richard A. Brennan of the Brevoort Savings Bank and part of a recent exhibit 


A display program shows bank interest in the community 


The bride and the bank. One of the 
most elaborate displays in the bank’s 
history was the large doll collection 
mentioned previously. This unusual ex- 
hibit featured tiny models of famous 
brides dressed in their wedding costumes. 
Each of these models was set in a 


shadow box at a teller’s wicket, and 
beside each model was a diamond ring 
in the style that the model’s prototype 
might have worn. 

Discussing this unusual display, Presi- 
dent Brennan remarked, “To many it 
may seem incongruous at first to find 
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when you deal 
with Canada... 











As close as your telephone .. . 
as dispatching a telegram or letter . . 






as quick and convenient 


. you'll find the 


modern banking services of The Dominion Bank. 


Whether your interest be in Canada’s new oil develop- 
ments, current information on foreign exchange or other 
banking matters, The Dominion Bank offers you up-to- 


the-minute service. 
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NEW YORK, N.Y. 
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a style show of bridal costumes and 
diamond jewelry displayed in a bank. 
And I will confess that when we first 
had the idea for doing this exhibit, we 
thought of it only as a gay and color- 
ful special event to provide entertainment 
for the people of our area. 

“But as we proceeded we found it very 
easy to rationalize as a thing to do in 
a bank. The thought goes this way—A 
young man starts a savings account to 
have funds to buy a diamond ring for a 
girl. That means that some girl is going 
to become a bride. Then they both save 
to set up house-keeping and eventually 
with the aid of a mortgage they buy a 
home of their own. So the bank is in 
the picture at the diamond stage, as well 
as at the house-keeping and home-buying 
stages.” 


More on Recruiting 

The article on bank recruiting plans 
in the March, 1952 issue of Burroughs 
Clearing House brought to light many 
worthwhile bank strategies for attract- 
ing employees. Here are some others: 

The severity of the labor problem is 
underscored by W. M. Willy, president 
of the Security Bank & Trust Company, 
Madison, South Dakota, who reports that 
his bank suffered a 33% per cent em- 
ployee turnover during the past year. 
No part of this turnover was due to 
unsatisfactory wages or working condi- 
tions. The difficult task of finding re- 
placements for this bank was accentu- 
ated by the fact that it is impossible to 
obtain trained bank help in the com- 
munity. All of the replacements at the 
Security Bank are recruited and trained 
from graduates of the local high schools, 
according to Mr. Willy. 

List of prospects. “In hiring new girls,” 
said Mr. Willy, ‘‘we attempt to get those 
who have had at least one year of typ- 
ing and shorthand in high school. One 
of our tellers, who is also a very good 
secretary, gives these girls a course in 
bank dictation and transcription, using 
sample letters from our files. Girls who 
show aptitude are given, as soon as pos- 
sible, practical experience by substitut- 
ing for our regular secretary. This not 
only trains the new girl but gives the 
secretary an opportunity to learn differ- 
ent types of bank work. Incidentally, all 
of our stenographers in the past several 
years have worked in our bookkeeping 
department, and could operate all of 
the machines including proof. They also 
handle work at the counter. 

“We have found it helpful to main- 
tain a list of potential applicants. Names 
of outstanding students are obtained 
‘rom the superintendents of various 
schools in the county. These girls are 
frequently interviewed a year or two 
in advance of their graduation to learn 
Whether or not they are interested in 
bank work. If so they are placed on a 
Waiting list from which we obtain girls 
to keep our ranks filled. We usually have 
an extra girl in training. Consequently, 
if someone leaves on short notice we 
are not handicapped.”’ 

Through the schools. Close liaison and 
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Finest of all... 


DAMM 


MODEL 150 
MODEL 250 i 
BRANDT AUTOMATIC CASHIER—De- BRANDT AUTOMATIC CASHIER—Trap 


ype. ins delivered to customer 
livery chute type. Coins delivered direct aa ss 
to customer, 


BRANDT COIN SORTER AND COUN- MODEL CDM 

TER—Motor driven. Sorts and counts BRANDT COIN COUNTER AND — 

mixed coins, pennies to half dollars, in- AGER—Motor Driven. Handles all coins 

clusive. from pennies to silver dollars, inclusive. 
A hand-operated machine can also be 
supplied. 


For sixty-one years Brandt coin handling machines have been charac- 
terized by high speed, absolute accuracy, and great durability. 


The latest models with their distinctive new features, including beauty 
of design and finish, are the finest Brandt coin handling machines 
ever built. 


Brandts are extensively used by banks throughout the country be- 
cause they are recognized as outstanding in their field. 
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AUTOMATIC CASHIER COMPANY 


WATERTOWN ® WISCONSIN 


“Brandt'' and ''Cashier"’ registered United States Patent Office and Canadian Trade Marks Office. 
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Why ThriftiCheck 
produces more 
new customers! 


THE NAME— There’s magic in 
the word ThriftiCheck. It de- 
scribes the service in a nut- 
shell. 


THE SUPPLIES—T op quality 
checks, check covers, signa- 
ture cards, rules folders, de- 
posit tickets, deposit registers 
or passbooks, statements, and 
other internal forms. All sup- 
plies conform with your re- 
quirements. 


THE MERCHANDISING—Volume- 
producing advertising ma- 
terials including newspaper 
mats, folders, radio, carcard 
and billboard copy, and pro- 
motional recommendations 
continually supplied by us. 
Client-banks testify that this 
service alone is invaluable. 


THE IMPRINTING—An on-the- 
premises imprinting machine 
suited to your potential pro- 
duction. Immediate delivery 
of imprinted checks to new 
customers has a tremendous, 
magnetic appeal and builds 
good will. Imprinted checks 
speed up sorting, posting, fil- 
ing, and reconciling, reduce 
errors and lower operating 
costs. 


EXCLUSIVE FRANCHISE— Inquire 
about an exclusive franchise 
for your trading area. NO 
INVESTMENT BY THE 
BANK; we supply and install 
the entire program. Ask us 
for written proof that Thrifti- 
Check assures profitable re- 
sults. 


.»++» NOTE—Contracts being ac- 
cepted now for August-Sep- 
tember installations. 


BANKERS DEVELOPMENT 
CORPORATION 


100 Park Avenue 
New York 17, N.Y. 
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Both teachers and bankers let their hair down for greater good will 


Los Angeles teacher-banker banquets lay groundwork for recruiting 


cooperation with the local school system 
have been developed into a_ successful 
employee recruiting formula by The 
Birmingham National Bank, Birming- 
ham, Michigan. Backbone of the system 
was a series of bank tours, arranged for 
both teachers and students in the area. 
The teachers of the local school system 
toured the bank in groups, according to 
the student age levels with which they 


work. For each group, a coffee hour and 


question and answer period was provided 
with officers of the bank, either before 
or after the tour. Recognizing the crucial 
role that the teacher may play in guid- 
ing student vocational interest, the bank 
stresses the ways in which a student may 
prepare for bank work, the variety of 
jobs offered in banking, and the type of 
individual who is emotionally and tem- 
peramentally best suited for the various 
phases of bank work. During the tours 
the teachers were encouraged to bring 
their classes to the bank. Both Satur- 
day and summer employment of local 
teachers are practiced by the bank. to 
further develop teacher knowledge of 
bank opportunities. 

Following the bank tour series for 
teachers and students, the bank held 
an Economic Forum for Teachers, at 
the request of the school administration. 
During the Forum, the teachers heard 


bank officers speak on subjects such as 
personal financial planning, personal 
budgeting and simple accounting, setting 
up an investment program, and taxes 
and their impact on personal income. 

Vocational visits. Each year an officer 
of The Birmingham National Bank 
participates in a Vocational Guidance 
Conference, held several months before 
commencement in the high school. Op- 
portunities in banking, current job re- 
quirements, and placements are dis- 
cussed before graduating seniors. In 
addition, regular visits are made by 
bank officers to -high school classes in 
business and merchandising. After dis- 
cussing bank procedures in general, 
these visiting bank officers show films 
on banking, such as the American Bank- 
ers Association film, ““A Future to Bank 
On,” which gives information on careers 
in banking and stresses the fact that 
commercial banks offer high school 
graduates the opportunity to earn and 
learn on the job through the educational 
courses of the American Institute of 
Banking. 

Part of the advertising program of 
The Birmingham National Bank is 
beamed . toward student savings and 
thrift. A series of black and white car- 
toon advertisements, telling the story 
of banking in narrative form, is used. 
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Your good 
neighbor! 


THERE’S A MAN in your community you 
should know. Undoubtedly you do. 


He’s a man who, in addition to being a 
very sound businessman, is also helping to 
improve the overall welfare of your com- 
munity with each and every sale he makes. 
He is your local International Harvester 
dealer. 


How does he benefit your community? 
Well, the products he sells are products 
that pay for themselves in use. And as 
they do so, these products—farm equip- 
ment, International trucks, refrigerators, 
power equipment—enable your local farms 
to produce more, your farmers to grow 
bigger and better crops, and your local 
community as a whole to prosper. 








Your local IH dealer is a responsible 
businessman who has a distinct and im- 


8 portant contribution to make to your com- 

munity. You can see to it that his contri- 
‘ vr ' bution can be even greater, through giving 
“oe him the benefit of your counsel and advice 


AXES and through the financing of the equip- 
: ment he sells. 
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When you think 
of OIL... 








America can be proud of its oil in- 
dustry! In five postwar years the 
United States oil industry has in- 
vested over 10 billion dollars in new 
wells, gasoline plants, tank cars and 
other equipment to add to the na- 
tion’s tremendous oil production. It 
produces 6 million barrels of oil every 
day, more than half of the 11 million- 
barrel world production. Since oil is 
essential to the welfare of our Nation, 
it is reassuring to know that this 
enterprising industry, in 1950, was 
discovering a gallon and a half of oil 
for every gallon used. 

Peoples First National’s banking 
history extends back to within four 
years of the country’s first oil well in 
1859. The experience gained in serv- 
ing the industry throughout this 
period and the contacts acquired are 
frequently of value to Correspondents 
—as are our many specialized serv- 
ices. We will welcome the opportunity 
of discussing them with you. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 
P.O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 


Member Federal Deposit Insurance Corporation 
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Fast coin handling at the Federal Reserve Bank of Chicago—p. 27 


The ads lend themselves to coloring with 
waxed crayons or colored pencils, and 
students are encouraged to color the 
advertisements and mount them into 
scrapbooks. 

A bad situation. In the years prior to 
World War II, the banks in the Los 
Angeles area found it increasingly diffi- 
cult to interest high school graduates in 
a banking career. Immediately following 
the war, bank personnel officers in the 
area united in conducting a survey 
among school officials, teachers and stu- 
dents to determine the extent of the 
bad situation that had grown up be- 
tween the banks and potential em- 
ployees. This survey revealed a number 
of disturbing facts and weaknesses in 
the public relations program of the Los 
Angeles banks. 

It was learned through the survey 
that the bank speakers’ program that 
had been carried on with the schools 
was not effective. The bank speakers 
had talked ‘“‘over the heads” of the 
students. Little effort was made to pre- 
sent factual material to the students 
in a manner they could understand. 

High school and college students in 
the area did not look favorably upon 
banking as a career. In many cases 


placement teachers and counselors were 





discouraging graduates from accepting 
bank employment. 

The survey also revealed that the 
schools were loathe to re-establish the 
banks’ school savings program. The 
previous program in Los Angeles bur- 
dened the teachers with collection and 
bookkeeping duties and was administered 
by an individual who was neither banker 
nor educator. 

Teachers in the area were found to 
be poorly informed on banking func- 
tions and operations. Many teachers did 
not use the banks, they did not feel the 
importance of banking, and were in- 
fluencing student thinking accordingly. 
The teachers used the facilities of the 
Teachers Credit Union. 

And finally, the survey revealed that 
there was little if any contact between 


the top men in the banks and the schools. 

Concerted action. To correct the weak- 
nesses revealed through the survey, the 
banks of Los Angeles took concerted 
action in drawing up a public relations 
program to be beamed at potential 
employees and customers at the school 
age level. In order to present this pro- 
gram to the proper school authorities, 
to secure their consent and cooperation 
and, at the same time, to strengthen re- 
lationships between bankers and educa- 
tors, an Educator-Banker Banquet was 
arranged for the fall of 1945. Invited 
to this affair were the members of the 
local board of education, the superin- 
tendent of schools, school administra- 
tors, principals of all the senior high 
schools, placement teachers and coun- 
selors, and heads of the business educa- 
tion departments of the high schools. 

Careful planning went into this ban- 
quet which was staged at one of the 
leading Hollywood hotels. Personal in- 
vitations were sent. Identification badges 
were prepared in advance. Everything 
was done to make the educators feel 
that they were invited individually and 
not en masse. At least one banker was 
placed at each of the small banquet 
tables. Representing the banks were the 
personnel officers, a few senior execu- 
tives, and members of the Los Angeles 
Chapter of the American Institute of 
Banking who had worked closely in 
arranging the program. After a number 
of short talks and humorous skits that 
emphasized the advantages of bank 
employment for graduates, the new 
public relations program was presented 
to the educators. 

Acceptance and growth. The coopera- 
tive program of the Los Angeles banks 
breaks down into four main parts. First, 
the schools are invited to make use of 
local bankers as technicians in the com- 
mercial classes and in teacher and ad- 
visor groups. In addition, bank services 
are offered for Teacher Institute pro- 
grams. The bankers have set up a Bank- 
ers’ Day program during which selected 
seniors in the business education cur!- 
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riculum of the high schools are invited 
to take part in conducted tours of the 
down-town commercial banks, and com- 
pete in an essay contest for cash awards 
on some subject dealing with banking. 
The last element in this cooperative bank 
program is the continuance of the 


Banker-Educator Banquets which have | 


now been held annually for the past 
seven years. 

Under the active sponsorship of the 
Los Angeles Clearing House Associa- 
tion, this public relations program has 
continued to develop and expand since 
that first Banker-Educator meeting. It 
has been enthusiastically accepted by 
the schools and the potential employee 
attitude is noted to be considerably im- 
proved on the average since the inaugu- 
ration of the program. 


e 2 é 
Coin Counters 


A battery of unusual coin handling 
machines was recently installed in the 





Federal Reserve Bank of Chicago. These | 


complex and efficient units are designed 
to count, wrap, and package coin in a 


single operation. The machines were de- | 


veloped during a period of four or five 
years of collaboration between the manu- 
facturer and a committee of the Federal 
Reserve system. 


The multi-purpose machines are guar- | 


anteed to produce a minimum of 1200 
rolls of proven coin per hour. The highly 
automatic features of the machines make 
it possible for one employee to operate 
two or three units simultaneously. 
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Reviving the Stuffer 


A new type of bank envelope for the | 


distribution of bank statements has 
been put to use by The Real Estate Trust 
Company of Philadelphia, according to 
Andrew J. O’Connell, assistant vice- 
president. This unusual envelope was 
developed to strengthen the impact of 
the bank’s advertising messages that are 
enclosed with monthly statements. The 


need for this is underscored by Mr. | 


O’Connell, who says: “We feel that the 
statement stuffer, as an advertising 
medium, has lost its effectiveness due 
to our complying with numerous re- 
quests from charitable organizations, 
non-profit organizations and Federal 
agencies to enclose their promotional 
material with our statements.” 

The bank’s answer to this problem is 
a unique window-type envelope with a 
built-in opener. A string runs across the 
top fold of the envelope. When this 
string is pulled, at a cut-out tab in the 
center, the envelope is opened neatly. A 
brief advertising message is attached to 
the string which is in the bank cus- 


tomer’s hands after he opens his state- | 


ment. 


This string-opener envelope is used | 


by The Real Estate Trust Company for 
all of their statement mailings. However, 
to insure the continued potency of the 
medium, the advertising message is at- 
tached to the strings only once during 
each quarter. 
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REPUBLIC NATIONAL BANK 


OF DALLAS, TEXAS 





Statement of Condition, March 31, 1952 


RESOURCES 


Cash and Due from Banks. . . . . . ~ $151,132,320.59 
U. S. Government Securities . . ... - 57,276,238.50 
State, Municipal and Other Securities. . . 2,821,274.86 
Stock in Federal Reserve Bank . .... 1,275,000.00 
Loans and Discounts. . . ... . . « 218,064,506.34 
Bills of Exchange and Commodity Loans. . 20,179,196.43 
Real Estate — New Building and Equipment 5,199,238.00 
Acceptances — Customers Account. . . . 10,938,653.92 


Total . . 2. 2 6 2 «© © © © « $466,886,428.64 








LIABILITIES 


Capital . ... . . . $ 21,000,000.00 

Surplus ...: .- + - 21,500,000.00 

Undivided Profits. . . . 4,868,105.40 47,368,105.40 
Reserve for Monthly Dividend, 

Payable April 11,1952. . . . . .. -« 199,500.00 
Reserve for Contingencies. . . . « « « 3,518,970.49 
Reserve for Taxes, Etc. . . . . «© «© « 2.828,621.91 
Acceptances — Customers Account. « « « 11,163,653.92 
Deposits: 

Individual . . .« . . 264,481,005.94 
Banks . . « «e « «+ 117,036,835.80 
Government ... . 20,289,735.18 401.807,576.92 


Total . 2. «6 « © © © « © © + «=$466,886,428.64 


x +& x 


Assets of the Republic National Company, with capital stock of $3,000,000, 
are not included in above statement. The Company owns controlling 
stock in the following banks located in Greater Dallas, all affiliated with 
Republic National Bank: 











Farr Park NATIONAL BANK LAKEWoop STATE BANK 
GREENVILLE AVENUE STATE BANK NATIONAL City BANK 
HicHLANp Park STATE BANK Oak CuirF Bank & Trust Co. 


Oak Lawn NationaL BANK 


Resources of the Republic National Bank and 
Affiliated Banks aggregate $578,847,089.43 


.the strong, friendly bank 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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The Continental Illinois Bank 


is a nationally recognized dealer in 


U.S. Government, State, and Municipal securities 


om substantial trading position in these 
securities, our wire and telephone 
facilities, and the experience of our special- 
ists in this field, all combine for the benefit 
of our correspondent banks and other 
customers. 

All the facilities of our Bond Depart- 
ment are always at your service. Our 
officers welcome an opportunity to share 


information and ideas with you. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LaSalle, Jackson, Clark and Quincy Streets 
LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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The Effect of the Excess Profits Tax 
On Commercial Banks 
Tomas S. Tamieat 
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There is widespread recognition of the need for 


ADVOCATED: TAX RELIEF. 


NEW RATIO FORMULA 





continuing to bolster capital 


accounts 


DANK CAPITAL PROBLEMS 


Banker, supervisory. and other viewpoints on the declining 


ratio of capital to risk assets, and how to halt the t 


SEE COVER . . . whisk chews the 


long term capital trend as a starting 


point for this article 
‘\ PEAKING recently before a group 
% of security analysts, President 
Harold H. Helm of the Chemical 
Bank & Trust Company, New York 
City, recalled a conversation with a 
foreign banker who commented: “If 
you have capital there is no art in 
banking.” Mr. Helm’s observation was 
that he did not wish to see American 
banking become too “artistic.” 
U. S. bank management would un- 
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By 
HARRY V. ODLE 


Associate Editor 
Burroughs Clearing House 


doubtedly concur in this sentiment. 
There is a widespread recognition of 
the need for continuing to bolster capi- 
tal accounts. 

But the problem is not a simple one. 
Comparatively low earnings, especially 
after today’s taxes, have made it diffi- 
cult to keep pace with capital expan- 
sion needs through retained earnings 
or the sale of additional stock. 


trend 


Many suggestions for alleviating the 
situation have been advanced. One 
viewpoint is that new concepts of the 
relation of capital to bank operations 
are required. As another possible so- 
lution, strong emphasis is now being 
placed on the need for special tax re- 
lief for banks. 

The purpose of this article, and 
succeeding installment in the June is- 
sue, is to explore the capital problem 
through the eyes of individual bank- 
ers, banking groups, supervisory au- 
thorities, and investment analysts. The 
objective is to present a well-rounded 
picture of the facts, and viewpoints 
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ing about the same ratio 
to bank capital that loans 
achieved in the late ’20’s, 
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and he cites the subse- 
quently resulting difficul- 
ties that ensued. 


There appears to be 
rather general agreement 
that banking today is, on 
the whole, inadequately 
capitalized. The difficulty 
arises in attempting to set 
up definite standards for 
determining a level of pro- 
tection that will be suffi- 
cient, without being so 
high as to make it impos- 
sible to earn a reasonable 
return on stockholder in- 
vestment. 


For many years the 10 
per cent ratio of capital to 
deposits was rather wide- 
ly accepted, but this fell by 
the wayside for most 
banks during World War 
II and since then there has 
been no broad agreement 
on a new standard. Fred 
F. Florence, president, Re- 























New ratio: capital to deposits less riskless assets 


on what can be done about them. 
Probably Fact No. 1 is that for the 
past 75 years there has been an uneven 
but persistent decline in the ratio of 
bank capital to total assets. From 35 
per cent in 1875, the ratio dropped to 
20 per cent in 1900, then to 12 per cent 
in 1925; and by June 30, 1951, the cap- 
ital assets ratio stood at 7.3 per cent. 


UCH an alarming statistical trend 

should not be taken entirely at face 
value, however. Against it should be 
balanced mitigating factors such as 
improvement in the quality and char- 
acter of bank assets, with a corre- 
sponding diminution of risk. More- 
over, since 1945 the commercial banks 
have reversed the downward trend, in- 
creasing their capital accounts by 
nearly $3.4 billion or about 40 per cent, 
so that the 7.3 per cent capital-assets 
ratio of 1951 represents some gain 
over the historic low of 5.9 per cent 
reached in 1945. 

Here again, though, the figures in 
themselves do not tell the whole story. 
During the past five years the ratio of 
capital to risk assets has declined, re- 
flecting banking’s shift from-Govern- 
ment securities to loans. Gaylord A. 
Freeman, Jr., vice-president, The First 
National Bank of Chicago, has pointed 
out that the amount of bank loans 
against inflated commodities is reach- 
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public National Bank of 
Dallas, represents a con- 
servative viewpoint when 
he suggests that the 10 per 
cent capital-deposits ratio 
should not be discarded 
without careful reapprais- 
al, and might still be accepted as a gen- 
eral goal toward which the banking 
system can rebuild. 

However, it is objected that a capi- 
tal to deposits ratio does not allow for 
the degree of risk involved in banks’ 
earning assets. A given capital ratio 
might be entirely adequate for a bank 
largely invested in Governments, but 
emphatically below par for a bank with 
a substantial loan portfolio and good- 
sized holding of medium-grade corpo- 
rates. That the old 10 to 1 ratio does 
not provide any sure protection for de- 
positors can be seen from the fact that, 
during previous prosperous periods 
when this traditional average was ex- 
ceeded, banks still failed in consider- 
able numbers (as in 1926-28 when 
2,143 banks with $602,093,000 of de- 
posits closed their doors). 

Supervisory agencies use a variety 
of other formulas to determine the 
adequacy of capital, but there is re- 
portedly little uniformity in the stand- 
ards applied or in the relative impor- 
tance attached to them. Thus ina case 
study of 130 member banks made by 
the Federal Reserve Bank of Chicago, 
over 50 per cent fell below the screen- 
ing standard of the Comptroller’s 
office, 67 per cent of the same group 
could not meet another standard that 
is laid down by the Federal Deposit 
Insurance Company, and 82 per cent 


were below still another screening 
standard applied by the Board of Gov- 
ernors. 

The F. D. I. C. is said to favor a 
ratio of capital funds to total assets. 
Critics claim that this has all the 
drawbacks of the capital to deposits 
ratio, plus the fact that it does not re- 
late the equity to the banks’ principal 
liabilities—their deposits. As a side- 
light, it is noteworthy that in 1932 
just prior to the bank holiday the ratio 
of capital funds to total assets for all 
U. S. commercial banks stood at 16.2 
per cent, the highest point since 1915. 


HE F. D. I. C. is inclined to place 

strong emphasis on the national av- 
erage of capital to assets, as a criterion 
in determining the adequacy of an in- 
dividual bank’s capital. Some of the 
state bank supervisors have questioned 
this, pointing out that when a bank 
increases its capital in order to meet 
the national average, by that act it 
raises the average still higher. In 
theory nobody ever catches up. How- 
ever, this argument is reportedly not 
taken too seriously. 

In recent years there has been a 
growing tendency to compare capital 
with risk assets, after eliminating cash 
and Government securities. However, 
this has also encountered objections. 
Some contend that long-term Govern- 
ments are risk assets in that they can 
fluctuate rather widely in price. Others 
fear that emphasis on the risk asset 
ratio will cause some banks to refrain 
from fulfilling their prime function of 
financing business and industry. Or, 
a period of slack loan demand might 
induce undue complacency as to capital 
requirements. Still another criticism 


Banking and supervisory gt 


It was a major topic at this _ meetil 
banking agency officials. Left to right, sta 
D. J. Needham, O. S. Powell, F. E. Lull, 
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itself, work out to a higher percentage 
of capital than the usual risk asset 
ratio, in which capital funds as well as 
deposits are included in the assets 
figure. 

Moreover, the New York committee 
would broaden the definition of “risk- 
less assets,”’ which would have the ef- 
fect of further improving the capital 
ratio. In addition to cash and U. S. 
Government securities, it would in- 
clude in the non-risk category such 
items as Government-guaranteed mort- 
gages, the securities of Government 
agencies such as the Federal Land 
Banks, cash surrender value life insur- 
ance loans, loans secured by U. S. Gov- 
ernment bonds, and short-term bonds 
of New York State. It is also suggest- 
ed that special consideration for high- 
grade municipals might be given in ap- 
praising a bank’s capital position. 






Trust Company, Rochester, and also 
included Paul W. Brainard, President, 
First National Bank, Ithaca; Ralph H. 
Rue, president, The Schenectady Trust 
Company; and Charles Simon, partner, 
Salomon Bros. & Hutzler, New York 
City. The study is recommended read- 
ing for all bank officers and directors 
charged with the responsibility of de- 
termining the adequacy of bank capi- 
tal. 

At the same time, there are indica- 
tions that the emphasis being givén to 
the principle of maintaining fixed capi- 
tal ratios is diminishing. The percent- 
ages are used principally as screening 
standards, to single out those banks 
that may need further analysis as to 
capital adequacy. 

As Maple T. Harl, F. D. I. C. chair- 
man, explained recently: “The search 
for bank capital standards that are ap- 


See BANK CAPITAL—Page 71 
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After departmentalizing its small loan 
operation, this moderate-sized bank 
achieved outstanding results 


A Growth: 
ST ALLATE 





deposits. Installment loans are 

46 per cent of our total loans. 
We built up these installment loans in 
six years, from almost zero. 

To phrase it accurately though in- 
formally, our institution backed into 
installment lending. There had always 
been a backlog of personal loans made 
to individuals with or without security, 
which the borrowers repaid in part 
and renewed until eventually they 
worked themselves out of debt. The 
bank did not consider these install- 
ment loans, which of course is what 
they were. 

Then the bank began making Fed- 
eral Housing Administration Title I 
loans, more as an aid to the commu- 
nity’s financial recovery from the de- 
pression than from any desire to do 
that type of business. These turned 
out well. Also, folks who had paid off 
their FHA loans would come back ina 
few months requesting loans of the 
same general type, but for purposes 
not covered by Title I insurance. In 
many instances it was easier to make 
the loan than to tell the customer why 
the bank was not in the installment 
loan business. 

After a few years of this it became 
evident that a substantial volume of 
good quality installment loans could 
be built up in our community, if only 
the bank should go about it systemat- 
ically and enthusiastically. A small 
loan, department was repeatedly dis- 
cussed by the officers and directors, but 
the bank never quite got around to 
making the jump. 

Toward the end of World War II it 
became increasingly apparent that in- 
terest rates would probably stay down, 
and that earnings on investments and 
commercial loans were therefore un- 
likely to reach a comfortable level. 
Meanwhile the volume of installment 
loans in the bank grew despite lack of 


QO: loans are 49 per cent of total 
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By CLYDE E. BORMAN 


Vice-President, Alton Banking & Trust Company, Alton, [Hlinois 











Mr. Borman, center, closes department’s 30,000th small loan 


The bank is currently handling 10,000 installment accounts 


encouragement. The directors became 
increasingly interested in the possibili- 
ties of small loans, particularly one 
furniture retailer who had long sold 
his goods on credit, and one lumber 
yard operator who had found out from 
his Title I experience how well people 
pay off such borrowings. 

Presently the bank began looking 
for a man with installment loan ex- 
perience to build up a new department 
for this purpose. This is where I 
came in, newly out of military uniform 
but with a considerable pre-war career 
in one of the large national finance 
companies. My instructions were to 
work out a set of installment credit 
policies which the bank could approve, 
and then to get such a department roll- 
ing. What decided me to take the job 
was the obviously wholehearted de- 
termination of the top officers to have 


a large and profitable small loan ac- 
tivity. There is little use trying to 
build up such a department if the 
management drags its feet. 


HIS is true because a sound small 

loan operation requires specially 
trained personnel and special-purpose 
records. It takes considerable volume 
of business to keep these people eco- 
nomically and usefully employed. The 
only way to do it is by having each in- 
dividual on the department’s payroll 
handling just as many transactions as 
he is able to cope with. That means 
volume. 

The first major decision was wheth- 
er to loan direct or indirect. In in- 
stallment credit terminology, an 
“indirect” operation acquires paper 
exclusively from dealers; a “direct” 
operation acquires paper exclusively 
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Interviewing section of 12-man installment credit 
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For maximum volume, the bank has a mixed “direct” and “indirect” operation 


Results of a double-barrelled campaign by specialists 


from the borrower. It is rather gen- 
erally asserted that a bank must do 
it one way or the other, that both types 
of operation cannot live side by side 
in the same institution. 

We chose to fly in the face of that 
belief, for one very simple principal 
reason: We calculated that we could 
not get enough volume from either 
source alone, and we accordingly took 
@ chance that we could operate both 
indirect and direct. Ever since, we 
have carried on a mixed operation and, 
nnless something arises to change our 
minds, we expect to continue along 

ese lines. It may be theoretically 

npossible, but in our instance it has 
orked out admirably. 

At bankers’ meetings we occasion- 

ily hear some speakers say of install- 

ient credit policies, “If you do this 
or that), you will get the right vol- 
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ume and the right kind of business.” 
We are not prepared to say that these 
experts are always wrong. Their rec- 
ommendations are usually along good 
lines, and would prove helpful in any 
such operation. But for a bank like 
ours there is no simple, single answer 
to the problems of installment loaning. 
We work every angle, all the time. We 
have to, in order to build up the oper- 
ation and the earnings. The results, 
which are summarized elsewhere in 
this article, would seem to speak for 
themselves. 

Beyond volume, there was one other 
compelling reason why we did not go 
entirely indirect. When all of a bank’s 
installment paper comes from dealers, 
then the dealers are properly and nec- 
essarily the bank’s first concern, and 
consumers must take second place. 
Such an attitude might impair pub- 








— 


department, in $13 million bank 


lic relations, which in the long run 
are the key to a bank’s success. There- 
fore, to us it seems essential that we 
have a lot of direct business to keep 
our perspective straight. 

Shortly after we made this decision 
and set up an installment loan depart- 
ment, we began a_ double-barrelled 
campaign to get business. The bank 
invited all contractors and building 
supply dealers to a dinner at which we 
solicited their Title I business. To a 
similar dinner came insurance agents, 
to hear of our facilities for financing 
insurance premiums and also our plans 
to work with agents on automobile 
deals. We went to the appliance deal- 
ers to explain that not only did we wish 
to handle their consumer paper, but 
also we would do wholesale floor-plan- 
ning to carry their stocks. Incident- 
ally, we sidestepped automobile floor- 
planning because it requires more in- 
tensive supervision than we were pre- 
pared to give. 


N 1951 only about 5 per cent of the 
department’s total $3,500,000 loans 
were wholesale. We handled this as a 
matter of competition, in order to get 
the retail credit it generates. Actual- 
ly, we think of this as commercial rath- 
er than installment loaning. 

Ever since the outset we have main- 
tained close contact with the business 
men through whom all these types of 
loans originate. I try to get around 
to see each dealer at least once a 
month, to find out how things are go- 
ing and make sure that any flaws in 
the relationship get patched up before 
they can become major. Also, I call on 
those dealers who send their business 
elsewhere, just to keep in touch. Our 

See INSTALLMENT LENDING—Page 74 
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Handy check lists have greatly simplified 


this bank’s operational problems in 


Developing a Program 
EMERGENCY RECORDS 


T WAS not a feeling of impending 

calamity that started the Wabeek 

State Bank on its extension emer- 
gency records program. We realize 
that our records are the “memory” of 
the bank. A set of duplicate records, 
stored against the ever-present threat 
of catastrophe, is now considered an 
operational requisite in many banks. 
This reasoning was enough to launch 
us upon the activity that today involves 
the duplication of virtually every rec- 
ord used in the bank. The ticklish in- 
ternational situation and the probabil- 
‘ ity that the extra-emergency threat of 
air raid catastrophe is likely to be of 
long duration clearly indicated that 
any records protection program must 
be coordinated with the regular rou- 
tine of the bank. This necessity led to 
the natural development of our simple 
check lists which form the hard-work- 
ing backbone in our program. 

The extent of any records protection 
program is a matter that every bank 
must work for itself. Our broad ob- 
jective at Wabeek was to undertake all 
work in connection with the program 
in such a way that the job of recon- 
struction, if necessary, could be han- 
dled easily even by new personnel not 
familiar with the bank’s records and 
operating routine. 

The chief basis we used for deter- 
mining the type of records to be pro- 
tected was the bank’s record retention 
schedule. This provided a ready-made 
list of the bank’s records. It also gave 
some clue to their relative importance. 
The subject of record retention has re- 
ceived considerable attention in recent 
years, and several associations and or- 
ganizations, such as the National As- 
sociation of Bank Auditors and Comp- 
trollers, offer excellent model retention 
schedules as well as emergency records 
programs. Our retention schedule is 
based on the sample schedule drawn up 
by the Bank Management Commission 
of the American Bankers Association. 
After we had decided which records 
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Assistant Vice President, 
Wabeek State Bank of Detroit, 
Detroit 2, Michigan 


must be protected against emergency, 
we left nothing to chance or to mem- 
ory. To insure having the work done 
on schedule we developed two program 
check lists. One of these is a check list 
for the records that must be dupli- 
cated daily. The other is a check list 
for the records that are to be dupli- 
cated monthly, every two months and 
every six months. Both of these are 
shown on page 35. These forms serve 
two valuable functions: first, they pro- 
vide listings of all records and when 
they are to be duplicated; and second, 
they show the numbers of the micro- 
film spools that hold the reproductions 
of the work for the headquarter’s office 





and each of our five branches. 

Microfilm is the workhorse in our 
records protection program. Without 
the speed and convenience of modern 
microfilm equipment, it would be a 
time-consuming, back-breaking task to 
undertake any extensive duplication 
program in a bank. Almost all of our 
duplication work is done by means of 
microfilm. 

The microfilming procedure that we 
inaugurated called upon each depart- 
ment in each branch to begin to photo- 
graph its basic records as of a specific 





date and from there on to photograph 
the daily items. To simplify any nec- 
essary reconstruction, the basic rec- 
ords are rephotographed at the inter- 
vals indicated on the basic records 
check list. If reconstruction becomes 
necessary, the records will be set up 
from the last date of basic microfilm- 
ing, and the daily entries from that 


Clear-cut instruction to employees keeps supervision at minimum 


These instructions have been prepared in detail and included in the bank’s standard 
practice manual. The capitalized headings below show the subjects covered under 
the emergency records section 
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GENERAL INSTRUCTIONS 
JOURNAL SHEETS 

MICROFILMING PROCEDURE 
FILING AND INDEXING OF FILM 







and transactions is designed so that 






function with a minimum of confusion. 





While at the time of writing, 








Should a loss occur, 


















and also to resume relationships with 
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is only by careful planning and strict adherence to the program 
the bank can hope to re-establish its 
it will be 


struct those records necessary to re-¢ 


The program is flexible in that it can be expanded an 
drawn up to cover the 


will not apply to all offices, but each office must take the prescribed precau- 


SPECIAL MEMOS TO INDIVIDUAL BRANCHES 
AIR RAID INSTRUCTIONS 

MICROFILMING SCHEDULE NO. 1 
MICROFILMING SCHEDULE NO. 2 


The following program for protection and duplication of the bank's records 


in casé of any loss the bank will be able to 
there appears to be no immediate danger, it 
ahead of time that 
elf after a calamity. 
necessary for the bank to be able to recon- 


establish its asset and liability position 


its customers. 
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bank as a whole. Certain sections 
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One 


GENERAL BOOKS DEPT. 
General Ledger 
Recap Blotter 


DAILY CHECK LIST 
PROTECTION OF RECORDS PROGRAM 


Work of 


Date. 





Initiols 








These check lists regulate the program 


The check-list at left covers the records photographed 
daily, the list at right those photographed monthly, 
every two months and every six months 





General Tickets 

Bond Ledger, new sheets 
Safekeeping, new 

Cashier's Checks issued and paid 
Bank Drafts issued and paid 


New stop payment orders 
SAVINGS DEPT. 
Debits and Credits posted to a/cs 
New Account Ledger Cards 
New Signature Cards {incl. replace.) 
f) LOAN AND DISCOUNT DEPT. 
New notes and discounted items 
New Liability ledger sheets 
New margin cards 
New Guarantees 
Substitution forms 
Payment or pert payment slips 
COLLECTION DEPT. 
New incoming collections (perm. record 
New outgoing colls. (perm. record} 
Paid or returned items 
U. S. Savings Bond Applications 





PERSONAL LOAN DEPT. 
New Notes—Personal Loans 
= —Co-maker Loans 
Home Imp. Loans 
Auto Loans 
Chattel Mtge. Loans 
New Chatte!l Miges. 
New Cond. Sales Contracts 
O New Ledger Cards 
INSURANCE LOAN DEPT. 
New Notes 
New Contracts 


Form Gen S6—2M—3.52 


BASIC RECORDS CHECK LIST 
PROTECTION OF RECORDS PROGRAM 


*Group Insurance Cards 
Commercial Stubs 
inactive Ledger 
Stop Payments {all} 
Incoming collections 
Outgoing collections 
Items held in temp. custody 
ONCE EACH TWO MONTHS 
P.A.Y.G. Statements 
inactive P.A.Y.G. Ledger 
ONCE EACH SIX MONTHS 
Com'! Signature Cards 
P.A.Y.G. Signature Cards 
Savings Signature Cards 
Savings Ledgers (after int. added} 
Notes and Discounted Items 








**Personal Loan Notes 

**Home Improvement Notes 
**Co-maker Notes 

** Auto Loan Notes 

**Auto Loan Chattel Mortgages 


**C/M Notes on Furn., Mchy. and Equip't. 


**Chattel Mortgages on above 
**Conditional Sales Contracts 
**P.L. Dept. Ledgers 
**|nsurance Loan Notes 
**Invoice Contracts 

**Ins. Loan Ledgers 





Certified Check debits and credits 

Cert. of Deposit issued and paid eS Office. nee Date__ ae 
COMMERCIAL DEPT. ONCE EACH MONTH Work of (date) Film No. Initials 

Debits and Credits posted to a/cs eeresenry peremaraas 

_ aa Ledger Shoots *Reconciliation of Bank a, cs Secs “ ie 

lew Sig. Cards (incl. replacements} “Bond Led 

New stop payment orders Sebchensies Ried Seo 
PAY-AS-YOU-GO DEPT. Cashier's Chacks outstendin “ 

Debits and Credits posted to a/es Bank Drafts Outstanding 3 re Ecce z = = 

New Account Ledger Sheets Certificates of Deposit outstanding aoe 

New Sig. Cards (incl. replacements) “Employees Bond Deduction Cards Tee 


ility Ledgers aah se 
U. S. Savings Bonds cathed aoarece a a ees: ee 
MORTGAGE DEPT. Guarantees a meets pa 
New Mortgages **Mortgages ee eccheosanats ese pei BS 
New Mortgages Notes **Mortgage notes PMG BESS ESS Reece Se ee 
Fire Ins. new and renewal **Fire Insurance record bps amici So Sciacca 
New Ledger sheets **Mortgege BBE a 


binder that remains at the 
office of origin and the other 
copy traveling with the film 
to be placed in an index book 
at the point of storage. As an 
added precaution, the side of 
each box of film is used to 
list the nature of the con- 
tents. When the side of the 
box is not big enough for 
this listing, the information 
is put on a separate typed 
sheet and slipped right into 
the box. The completed check 
lists are initialed by the de- 
partment or branch manager 
that is in charge of micro- 
filming. 


OMPLETED spools of 
microfilm are for- 
warded for processing as 
soon as possible. When there 
is an interval between the 
finishing of the film and for- 
warding the film for process- 








New Ledger Cards 





date will be obtained from 
films filed on the daily check 
lists. In short, we have 
periodic duplication of all 
records, supported by duplicates of 
daily transactions. 





SING our check lists as a guide (see 

samples above), we photograph the 
daily items and record the date of the 
work and the number of the microfilm 
roll. In order that the duplicated items 
can be located easily, it was necessary 
to devise a simple indexing system. 
Each box of microfilm bears a number 
that indicates the office of origin and 
the approximate date of the work on 
the roll of film. The Wabeek State 
Bank of Detroit has six offices, and 
each of these offices has been assigned 
a number from one to six, with number 
one representing the main office. For 
identifying film boxes, each office uses 
an appropriate series of numbers, such 
as, 1000 to 1999 inclusive for film boxes 
from the main office, 2000 to 2999 in- 
clusive for the films of office number 2, 
and so on. When the last number in its 
series is reached, each office starts 
through the series again, using the 
same numbers with a letter prefix, such 
as A-1000. 

These numbers and the work date 
are entered on the box, together with 
the name of the bank and the branch. 
This information is also entered on the 
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*Main Office only 
**Downtown Office only 





check lists, according to whether it is 
film of basic records or daily transac- 
tions. Each check list is kept in dupli- 
cate, one copy being placed in an index 


ing, the exposed roll is kept 
in the vault. When the de- 
veloped spools are returned 
they are put on the microfilm 
reader to be sure that good 
pictures have been obtained. 

All of our developed film is 
forwarded from the branches 
to the main office for ship- 
ment to the designated, out-of-town 
storage point. Under our present set- 
up, shipments of duplicate records 

See EMERGENCY RECORDS—Page 77 - 


Microfilm is the main tool in the records protection program 


The author, Evan Prowse, left, explains the check lists to George B. Judson, 
president of the Wabeek State Bank, Margaret Madonia, microfilm operator, and 
Robert D. Burnette, manager, bookkeeping department 
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A cooperative public relations plan 
wins friends for the banks of Mobile 


Organizing 
A SPEAKERS’ BUREAU 


ANKS seldom harbor speakers 
B with the eloquence of Patrick 

Henry, or the persuasiveness of 
William Jennings Bryan, but few in- 
deed are the bankers who have not 
been called upon to address their fel- 
low citizens. We are looked upon as 
a group that is well tuned to local, 
national and world, affairs, because 
the nature of our work demands a 
broad knowledge of those forces which 
contribute to the economic welfare of 
our people. 

In Mobile, our bank people have 
spoken before every conceivable type 
of audience, from a den of cub scouts, 
to the Alabama Cattlemen’s Associa- 


By 
Arthur B. Pope 


Executive Assistant, American National 
Bank & Trust Company, and Chairman, 
Public Relations Committee, American 
Institute of Banking, Mobile, Alabama 


tion. Some of our audiences want to 
hear our viewpoints on global affairs, 
while others would just like to know 
more about what plans are in store for 
our town, and particularly, what goes 
on in the banks after closing hours. 
As often as possible, we accepted the 
invitations extended, but there were 


instances when a particular banker 
just couldn’t find the time, and the 
program chairman would not know 
who else to call. Therefore, the en- 


-gagement was filled by someone repre- 


senting an entirely different field of 
endeavor. Countless opportunities to 
sell the public on banks and the serv- 
ice they render were lost, but we feel 
that those days are gone forever. 
Early in the fall of 1951, the Public 
Relations Committee of our local A.I.B. 
Chapter got together on the idea of 
establishing a Speakers’ Bureau for 
Bankers. Many long hours went into 
the planning of our Bureau because 
there was no model known to us that 


Speakers on a variety of banking topics are made available to interested groups 


Prepared talks aid members of the Bureau 


Some 300 groups in Mobile received policy outline 





MOBILE CHAPTER 


SECTION AMERICAN BANKERS ASSOCIATION 
MoniLe, ALABAMA 


MEMORANDUM TO: 


RE: Speech Kits. 


tions Committee of the Mobile A. I. B. 
a series of 


nancial 


material. 
Those subjects covered are as follows: 


“Parm Financial Records” 

“Farm Money Management” 

"Using Credit for Farm Production" 
“Keeping Farm Financial Records” 
“The Farmer and his Bank” 
“Pather-Son Farm Partnerships” 
“Investing Money” 

“Consumer and Installment Credit” 
"The Meaning of Inflation" 


Bankers 
the Bureau by calling the undersigned at 


an eccurate 
show now man 





AMERICAN INSTITUTE OF BANKING 


Members of the Spéakers* Bureau for Bankers 


For those who have occasion to speak before farm groups and 
»ther organizations in agricultural ereas, the Public Rela- 
Chapter has obtained 
nine prepared talks which cover the basic fi- tee, who will, in 
problems of those living in rural communities. 


It is the opinion of your committee that these will be an 
invaluable aid in the preparation of talks before farm 
groups particularly, and you are urged to make use of this 


The above are assembled as "Speech Kits" by the American 
Association, and may be borrowed by any member of 
2-7501.- 


Arthur B. Pope, Chairman 
Public Relations Committee 


P. S. Please remember to report a1] speaking engagements 
accepted to your bank Public Relations Committee Member. 
It {fs only through your cooperation that we can present 
summary at the end of the year which will 
eople our bankers reached through speaking 


ing or finance. 


wishes. 


request. 


THE SPEAKERS BUREAU FOR BANKERS 


The American Institute Of Banking 


POLICY OF THE SPEAKER'S BUREAU: 
to provide qualified speakers for all churches, schools, soci- 
eties, clubs and organizations interested in any phase of bank- 
It is through such use of this service that 
the banks of Mobile seek to present 4 clear, 
the part banks play 


REQUESTS FOR SPEAKERS: 
channeled through the chairman of the Public Relations commit- 
turn, make every effort to fulfill your 

When your speaker has been selected, a biographical 
summary will be forwarded to the individual initiating the 

{A minimum of two weeks notice in advance of the 
engagement is required to allow for adequate preparation. } 
Address atl requests to Arthur B. Pope, Chairman, Public 
Relations Committee, American National Bank & Trust Company, 


Sponsored By 


The Mobile Chapter Of 


The SBB has been established 


concise picture of 
in the life of every individual. 


All requests for speakers should be 





Or call 2-750], Ext. 24; 





SUBJECT MATTER: 








Listed below are the general topics for which 
a speaker is always available. 
islized subjects related to banking or finance will also be ful- 
filled, whenever possible. 


Money and Credit . 

Your Banks and What They Mean to You 
A Bank's Contribution to Business 
Investing Money 

Stocks & Bonds 

Banking As A Vocation 

Bank Public Relations 

Establishing a Pemily Budget 
Organization and Purpose of the World Bank 
Foreign Banking 

Purpose and Scope of Trust Service 
Service Charges 

Installment Financing 

Federal Reserve System 

Security Through Saving 


Requests for discussion of spec- 
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Ward Faulk, vice-president, Merchants National Bank, Mobile, addresses Kiwanis luncheon 


The banking story is told to influential civic groups 


we could use as a blueprint. 

All five banks of metropolitan Mo- 
bile were represented at the initial 
meeting, and it was decided at the 
outset that a central agency would be 
established through which any club or 
group in the county could obtain a 


qualified speaker from the banking 
profession. Thus a Woman’s Club 
could obtain a speaker who specializes 
in trust work; a group of importers 
and exporters could hear an up to the 
minute talk by a Foreign Department 
officer; or a Savings Department 


manager could speak with authority 
before an interested high school class. 

This being our objective, a resolu- 
tion was written and adopted by the 
governing body of the A.I.B. which 
established one bank as the Head- 
quarters of the Bureau. Agreement 
on this point was essential since a 
central file of source material was to 
be developed which would be cumber- 
some and impractical to move from 
one bank to another each year. The 
Chairman of the Public Relations Com- 
mittee, however, is to be rotated among 
all five bank representatives annually 
and administration of the Bureau be- 
comes his responsibility. 


NCE it was decided where the cen- 
tral files would be kept, and who 
was to be responsible for the smooth 
functioning of the Bureau, the next 
step was to acquire speakers. The 
President of each institution was 
briefed on exactly what plan of action 
we proposed to follow, and in each case, 
they signified their approval by send- 
ing a memo to all officers and assistants 
in their bank, encouraging full support. 
From there on, the problem of getting 
speakers was relatively easy. A ques- 
tionnaire was prepared and distributed 
to all likely prospects, which gave us 
information on title, department, past 
experierice, education, etc. These were 
then collected by each bank representa- 
tive on the Public Relations Committee 
and turned over to the Chairman, who 
is responsible for seeing that program 
chairmen get a resumé of the speaker’s 
background. 


Tight organization and management support have contributed to the Bureau’s success 


Data on speakers is used for publicity 


Mobile’s bank presidents encouraged the program 





SPEAKERS’ BUREAU FOR BANKERS 
” American Institute Of Banking 
To facilitate the preparation of bicgraphical 
requested that participating 


following questions. 
speaking engagement, 
the preparation of newspaper releases. 


ber at your earliest convenience. 


Name and Title: 


speakers completely answer the 
When you are called upon to fulfill a 
this information will be utilized in 


Kindly return to your bank Public Relations committee mem- 


data, it is 


Memorandum: 





Bank affiliation: 








Department: 


Home Address: Tel. No: 


a 






” & Trust Company 





MOBILE 9, ALABAMA 


Officers snd Assistants 


Al Tenhundfeld is going to come by in the next couple of days 
and have you fill out a form in connection with an important 
program that we ere initiating. 


I have reference to the Speakers' Bureau that is being organ- 
ized by the Public Relations Committee of the American Insti- 
tute of Banking here in Mobile. 


All of the Mobile banks are 











Plece of Birth: 





fore joining the bank? (Law, Education, Sales, etc.) 


Were you associated with any other profession or business be- 








Speaker: Jamos S. Crow 


Subject: Investment Banking, Economics & Public Relations 





Tile: Asstt, Vice-Pres,5ank: 1st National 











Date: Tuesday, January 29, 1952 _ 
Time: 1:00 P.M, 





Time Allotied: 20 minutes _ 











Remarks: This is a luncheon engagement. 





d by: Mr. James May 
Assigned to: Mr. Clyde Draughon 


Mr, May suggests a talk on 


Assignment Date Audience Subject 
Jaycees 11-29-51 66 _ "Inflation" oe 
Civitans 12-11-51 35 “Inflation can be checked" 
Ala.Bankers 12-13-51 _ 125 "School Public Relations” 
ss'n, 
Assignment: Yobile Civitan Club, Admiral Semmes Hotel _ ee * 


going to compile a list of the men and women who feel that they 
would be willing to make talks before groups. This program 
will have the full backing of our bank on the theory that it 
will fill a great need. 


I believe you will agree that we need to have the representa- 
tives in the Mobile banks address the various types of gather- 
ings; such as, civic. clubs, schools, churches, trade associ- 
ations, et cetera. It would do a great deal to increase the 
understanding of the banks' problems and objectives. It would 
help usp not only to gain more business, but would give the 
public a really intimate picture of a bank at work. 


When a club needs a speaker, they are to place the request 
with Arthur Pope, who is chairman of the committee. He will 
keep all the files of the various speakers among the Mobile 
banks’ personnel and will see that a suitable one is provided. 
Speaking engagements will be rotated among all five banks on a 
fair and equitable basis. Requests for specific speakers will 
be honored but are to be cleared through the Speakers’ Bureau 
for the sake pf the records. 


Even though some of us may not be orators, let's all cooperate 
and try our hand at it. It can be fun and do a lot of good! 







George Denniston 
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(Produced for the New York Stock Exchange 
through the Modern Talking Picture Series 
York 20, New York.) 

y 


EYEAY SEVENTH FAWILY 


A thought provoking picture dealing with 

who have normal reactione--who must face q 
who have many troubles. It is the story q 
needs which created it, and the important 
Running time is 26 minutes. 


(Produced by the Netional Consumer Financed 
cost through the Modern Talking Picture Sq 
New York 20, New York.) 


Bill Rodgers, a high school boy, working 
father's grocery store, learns the fund 
usage from» local benker. The film cover 
well as pointing out the advantages of pay 
method of making out and.endorsing checks.) 


(Thies film hae been purchased by The Mobil 
and may be borrowed by contacting Mr. Erng 
National Bank.) 


BACK OF VERY PROMISE 


An original motion picture screenplay show 
banking. The scene is laid in s small cow 
the services of the Continente! Illinois 
Chicago. While designed for ble se red, 
them their part in the overall) banking pic} 
to school assemblies and classes, and to si 
Running time is % minutes. 


{Available on request. Write to A. Gordon 
Continental Illincis National Benk and Tru 
LaSalle Street, Chicago, 9, Illinois.) 


¥ Ni LEV 


Through the eye of the camera the operatio 
viewed by hundreds of bankers, businessmen 
and other interested groups, who visit ite 
first scene is the opening of the great vs 
this is quickly followed by scenes in diff 
the benk. Suiteble for bankers, business 
elubs, church and community groups, high s 


{Available on loan by writing to Rodger R. 
Reserve Bank of Cleveland, Cleveland 1, Oh 


The foregoing resume of films, svsilable w 
of the Speakers’ Bureau, who may wish to s 
aids. Speakers must make their own arrang 
who may be called upon to speak on such to; 





lil. 


Iv. 


. HO BANKS SERVE 


A GUIDE TO FREE PILMS 
Prepared by 
THE SPEAKERS' BUREAU FOR BANKERS 
THE FEDERAL RESERVE BANK AND YOU 


This film is an educational presentation designed to tell the public about 
the Federel Reserve System. In the film, young Bill Martin and his father 
try to discover what the Federal Reserve System is end what it does. With 
the local banker as a guide, it shows how the Federal Reserve System affects 
our daily living, why end how it influences the nation's money and credit, 
how it enables commercial banks to serve their customers better, and how 

it serves as banker for the U. S. Treasury. Running time is 20 minutes. 


lémm. Sound ¢ Reels 


(Available through the Public Service Department, Federal Reserve Bank of 
Minneapolis, Minneapolis 2, Minn. Borrower pays return transportation 
charges. Book two weeks in advance.) 


lgém. Sound } Reel 


This film is concerned with the three major services of commercial banks: 
Savi: 3s Accounts, Checking Accounts and Loans. The uses of these services 
by @ cypical American family ere presented in an informative manner so 
that every member of the audience may easily identify himself with one or 
more of the situations described in the film. A bank’s services in re- 
lation to the personal and business needs of the community are clearly 
illustrated. Running time is 10 minutes. 


(This film has been purchased by The Mobfle Clearing House Association 
and may be borrowed by contacting Mr. Ernest Cleverdon at The Merchants 
National Bank. ) 


AFUTURE TO BANK ON 


This is a film which should be shown in conjunction with a talk on 
“Opportunities in Banking." It is primarily for showing to high school 
groups. In order to make this film a true portrayal of the opportunities 

in banking, the ABA had the entire picture made in banking quarters. Eleven 
tellers, clerks, officers and others take part in the film in addition to 

a emall group of professional actors. Naturally, the main purpose of the 
film is to interest young people in banking jobs, But the film also serves 
@ brosd educetional purpose by showing the inner workings of the bank, 
expleining its human side and its service to the community. Running time 

is 10 minutes. 


16mm. Sound ] Reel 


(This film has been purchased by The Mobile Clearing House Association 
and may be borrowed by contacting Mr. Ernest Cleverdon at The Merchants 
National Bank.) 


MONEY AT WORK 


This is the story of the millions of Americans whose savings built American 
Industry and made possible the world's highest standard of living. It is 
also the story of the New York Stock Exchange, the investors' market place, 
and how it serves security owners, industry, our entire economy. Running 
time is 15 minutes. 


lémm.- Sound 1 Reel 





Visual aids are used frequently by the bank speakers 


Now, we were ready for business. 
From the Chamber 
list of all clubs and professional so- 
cieties was obtained; the Superinten- 
dent of Public Schools provided a list 
of all public schools and P.T.A.’s, and 
the Council of Churches furnished a 
roster of churches of all denomina- 
This gave us a mailing list of 
about 300 groups that have occasion 
to call upon speakers. Some clubs like 
Rotary, Kiwanis, etc., needed a speaker 
for each week day luncheon, while 
other organizations required speakers 
less frequently. An announcement was 
prepared, and an outline of our ob- 
jectives was sent to every President, 
Program Chairman, School Principal 
and Clergyman in the county of Mo- 
To say that we were deluged 
with requests would be a mis-statement 
of fact, but many organizations were 
quick to voice their 
harassed program chairmen blessed 


of Commerce a 


approval, 


URING the first two months of op- 
eration, our speakers addressed 4 
public high school groups, 2 meetings 
of the Civitan Club, a meeting of the 
Junior Chamber of Commerce, a din- 
ner meeting of the Mobile Pilot Club, 
the Gulf Coast Personnel Association, 
2 Adult Education classes, and a gath- 
ering of Life Underwriters. Four hun- 
dred and ninety-six men, most of whom 
were civic leaders; fifty business and 
professional women, and one hundred 
and thirty-five high school students 
heard talks which ranged from “The 


“Banking as a Vocation.” 


From left to right: 





and 





Social Responsibilities of Business” to 


To make the job easier for our 
speakers, a “Guide to Free Films” was 
prepared for distribution to all mem- 
bers of the Bureau. This guide gave 
the name and sources of approximately 
fourteen films on banking and related 
subjects, which could be borrowed for 
showing before various groups. Under 
each title a synopsis was written, and 
information on running time, size of 


film and number of reels was shown. 
This has proven to be a real aid to 
those who have occasion to address 
high school groups particularly, since 
visual education is widely used in this 
area. 

In addition to the “Guide to Free 
Films,” copies of “Effective Speaking” 
were purchased and distributed. The 
Chairman also obtains and distributes 
copies of good speeches covering a 
multitude of subjects. These are kept 
in a central file and are available to 
all members of the Bureau. 


S mentioned earlier, all requests 

for speakers are channeled through 
the Chairman of the Public Relations 
Committee, and it is his duty to see 
that a fair and equitable distribution 
of engagements is made. In Mobile, 
we have set it up on the basis of age, 
rather than size. Thus, the oldest 
bank received the first request, and 
so on down to our newest bank. The 
number of speakers supplied by the 
bank does not enter into it, except 
that the two most recently organized 
banks, have smaller staffs, and there- 
fore, have the right to reject any 
assignment. In the case of the three 
other institutions, however, they are 
expected to fulfill each obligation and 
if they choose to decline, must wait 
for all other banks to provide a 
speaker before they are called upon 
again. This ruling was made early 
in the game because we recognized 
that some assignments would be more 
attractive than others. When a re- 
quest is received, all of the pertinent 
data is recorded on an assignment 
card, which shows what group is to 
be addressed, who requested the speak- 

See SPEAKERS’ BUREAU—Page 78 


Plans for the Bureau were formulated by A.1.B. Public 
Relations Committee 


Francis Wiatt, assistant trust officer, Merchants National 
Bank; Frank Prendergast, vice-president, Prichard National Bank and president 
of Mobile Chapter, A.I.B.; the writer, Arthur B. Pope; Henry Schaub, Business 
Development Department, Merchants National Bank, and public relations chairman 
of A.I.B. District 5; A. H. Tenhundfeld, executive assistant, American National Bank 
& Trust Company; and Albert H. Reynolds, vice-president, First National Bank 














Burroughs Clearing House 
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House 








The old director uses 
pointed persuasion 


MR. CLUTCHBILL 


Secures 


LTHOUGH the young Mr. Samuel 
Watkins was an idler and a spend- 
thrift the defect was relieved by 

a glint in his eye of some swashbuck- 
ling ancestor as he bustled into the 
Ferndale National Bank. 

In one minute he was seated on the 
edge of a chair in the front office with 
a freckled face and two unwavering 
pale blue eyes on Director Clutchbill. 

“T’ve got to have $10,000 in green- 
backs... large bills,” he revealed while 
opening and hanging out one of the 
two freckled hands resting on his 
knees. 

Mr. Clutchbill felt lightly of his grey 
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By FRED COPELAND 


goatee. “Somebody is signing with 
you?” 
“No, single-name paper,” uttered 


Samuel professionally. 

“In this day of atom bombs we have 
to have more than one of the home 
guard on a $10,000 loan,” explained 
the old director. 

“Give you a lien on the old family 
summer place on the island in the 
lake.” 

“You hold title to it?” 

“No... half interest by inheritance. 


“In this day of atom bombs we need more than one name on a $10,000 loan,” said Mr. Clutchbill 


Can’t see why my deceased uncle willed 
half of it to cousin Hector and half to 
me. Anyhow, I mean to get hold of 
all of that cottage on the lake... 
should fetch $30,000—it’s half way 
between New York and Montreal. 
Want to buy out Hector’s half with the 
$10,000.” 

“He’s selling?” 

“No, he’s stalling. I offered him $10,- 
000 and wrote him the island is covered 
with poison ivy.” 

“Hm’m, splendid loan if you held 
complete title. Don’t like to monkey 
with a half title. How are you going 
to pay interest on the loan?” 

“Can’t. I’m not rich like cousin Hec- 
tor. It’s my one chance to get on my 
feet. Going to sell the place as soon as 
I can get $30,000. Can’t see what’s 
holding him up.” 

“T can,” nodded Mr. Clutchbill. “You 
shouldn’t have offered him $10,000. 
You should have asked him if he’d 
give you $1500 for your half.” 

“Wha—heh? Think so?” 

“It might have scared him out. Now 
he’ll come. and look the place over... 
maybe live in it summers.” 

“Eh-h? you can’t think there’s 
danger of that!” Sam pulled himself 
up. “By jinks! I’ll get the jump on him. 
I’ll go and see him first.” 

“It?s your best move. Where’s he 
live, anyhow?” 

“At present he is at his hunting and 
fishing lodge on the Ottawa.” 


See MR. CLUTCHBILL—Page 78 
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Modern Burroughs Microfilming can slash film costs, 
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WASHINGTON VIEWPOINT 








Relaxing Credit Curbs 

Credit controls may be abandoned 
in their entirety before mid-year, be- 
cause of certain actions ordered by 
President Truman in recent weeks, 
and the fact that demands further to 
liberalize automobile installment credit 
have crippled Regulation W. 

Also contributing toward this pos- 
sibility is a decline in commercial, in- 
dustrial and agricultural loans; a drop 
in consumer credit; larger savings by 
the public; and a decline in the Fed- 
eral Reserve Board’s holdings of gov- 
ernment securities. 

These significant factors may be the 
forerunner of more deflation, which 
began to develop after the seasonal up- 
swing last Christmas. Employment is 
still at a peak, but the defense pro- 
gram has been set back 12 to 18 
months thereby lessening the mate- 
rials requirements originally forecast 
by Charles E. Wilson, former Defense 
Mobilizer. 

Economists have been noting height- 
ened competitive conditions in the 
consumer goods field; also that the 
scramble for scarce materials by in- 
dustry has subsided. 

To illustrate this, one only has to 
take the drop of commodity prices. All 
commodities have dropped 3.3 percent 
from the Post-Korea peak; farm prod- 
ucts are down 8.3 percent; textile 
products and apparel have declined 12 
percent; hides and leather products 


dropped 22 percent and metal products ;— 


6 percent. 

No one here—at least none of the 
authorities responsible for the well- 
being of the country—wants to inten- 
sify the deflationary trend, now spotty, 
but which may spread by next fall. 

The Federal Reserve Board is not 
being directly pressured by Congress, 
but other groups vitally interested in 
installment selling are making it clear 
to House and Senate members that it 
is getting increasingly difficult to 
move consumer durable goods. 

Sentiment is now crystallized to fur- 
ther liberalize automobile installment 
terms from the present one-third down 
and 18 months to pay, to one-fourth 
down and 24 months to pay. 

However, the Federal Reserve Board 
feels that Regulation W would be serv- 
Ing very little purpose if this control, 
Which has been skeletonized, is fur- 
ther liberalized. 

Here is the trend on automobile 
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credit: between September 18, 1950, 
and October 15, 1950, the terms were 
one-third down and 21 months to pay; 
between October 16, 1950, and July 30, 
1951, the terms were one-third down 
and 15 months to pay; since July 31, 
1951, the terms have been one-third 
down and 18 months to pay. 

The trend to liberalize credit was 
first undertaken when Congress voted 
last year to extend the Defense Pro- 
duction Act, but Mr. Truman intensi- 
fied it recently by curbing the Na- 
tional Voluntary Credit Restraint 
Committee’s powers over municipal 
and public body financing. 

On March 24, The President wrote 
to Mr. Wilson that he was concerned 
about the authority which the Volun- 
tary Credit Committee was exercising 
over municipal and state financing, 
and requested that this phase of the 
program be terminated. 

At the same time, the President 
asked state and municipal officials to 
exercise caution in financing new proj- 
ects, pointing out that it would be 
detrimental to the national interest if 
they floated securities to finance pub- 
lic works which were not in the best 
interest. 

On April 8, the Reserve Board eased 
appliance financing curbs, amending 
installment buying regulations to ex- 
empt articles costing $50-$100 from 
down payment requirements. Articles 


costing less than $50 were already 
exempt. 

The decline in commercial, indus- 
trial and agricultural loans which 
has occurred since the year end is con- 
sidered a significant factor behind 
the current deflationary scare and 
the trend toward relaxing credit re- 
straints. 

Week to week declines in loans have 
been reported by Federal Reserve 
member banks who report weekly. In 
the week ended December 26, 1951, 
loans of reporting banks aggregated 
$21,592,000,000. In the second week 
of April they dropped to $21,172,000,- 
000. Although week to week declines 
have not been large, nevertheless the 
trend is being carefully watched. 


Patman Report 

Representative Wright Patman (D., 
Tex.), chairman of the Subcommittee 
on General Credit Control and Debt 
Management, believes that his group 
will submit a report on its exhaustive 
study into debt management and 
monetary policy in June. 

The committee will have some broad 
recommendations, but these will not 
be in the form of legislative sugges- 
tions. The recommendations, however, 
may influence some future legislation 
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concerning the relations between Fed- 
eral Reserve Board and the Treasury 
Department. 

Much of what happens depends on 
the November elections. Those on the 
Patman subcommittee feel that it 
would be folly to introduce legislation 
at this final session and see it die. 
Under the circumstances the prevail- 
ing sentiment is to present a report 
and recommendations, let them be 
studied, and then proceed to draw up 
legislation in the 83rd Congress which 
convenes in January, 1953. 

Charles Murphy, who drew up the 
questionnaire and conducted the study, 


is now completing the writing of his 
report. Mr. Murphy will return to his 
position on the International Mone- 
tary Fund from which he was on loan. 

Broadly speaking, the subcommit- 
tee’s study was based on these two 
questions: 

1. What is the proper machinery in 
formulating monetary policy ? 

2. What is a good fiscal and mone- 
tary policy and what are the general 
rules, or how should it change with 
changing conditions? 

Surprisingly enough, Mr. Patman 
and other subcommittee members 
carefully skirted around the danger of 
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using a Congressional forum as a 
political vehicle to expound unsound 
monetary and fiscal policies. 

Hearings were held for 16 days and 
44 witnesses were heard, but ques- 
tionnaires which had been sent out 
have swelled the testimony to almost 
2,000 printed pages. 

The last witness to be heard was 
Marriner S. Eccles, former Chairman 
of the Federal Reserve Board. In a 
five-page letter to Mr. Patman, Mr. 
Eccles expressed these views: 

1. Congressional mandate: He en- 
dorsed the 1951 proposal of Senator 
Paul H. Douglas clarifying the Re- 
serve Board’s responsibilities and 
strengthening its relations with the 
Treasury. 

2. Proposals for a National Ad- 
visory Council: Agreed with Edward 
E. Brown, board chairman, First Na- 
tional Bank of Chicago and president 
of the Federal Advisory Council, that 
a National Council “would be weighted 
so heavily in favor of the Administra- 
tion that it would largely destroy the 


| independence of the Federal Reserve 
| System.” 


3. Proposals to subject the Federal 
Reserve to the Bureau of the Budget 
and the Comptroller General: “I can- 
not too strongly express disapproval of 
such proposals apparently designed to 
accomplish by indirection what could 
not be done openly, that is subordina- 
tion of the Reserve System to the will 
of whatever Administration happened 
in power.” 
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Holding Bill Outlook 


Prospects of House action on the 
Spence bank holding company bill, 
which has the backing of the Inde- 
pendent Bankers Association, appear 
slim at this session of Congress. 

Representative Brent R. Spence (D., 
Ky.), chairman of the House Banking 
and Currency Committee, and author 


of the measure (HR 6504) has flatly 


stated that he will not open public 
hearings on the measure until his 
banking committee completes action on 
President Truman’s proposal that the 
House and Senate extend the Defense 


| Production Act. 


The Senate Banking and Currency 
Committee has concluded its hearings 


_on the defense measure, and a report 


is awaited. The House Banking Com- 
mittee did not open its own hearings 
until the latter part of April, and they 


| are expected to last at least three 
| weeks, 


indicating that the House 
Banking group will not write a report 
until the latter part of May. After that 
the House and Senate will vote on the 
measures. Differences will be ironed 
out in conference and then a defense 


| bill will be voted. 
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STATEMENT OF CONDITION, MARCH 31, 1952 





en- 


tor RESOURCES 
ar Cash on Hand and Due from Other Banks $ 428,059,659.77 
ANI ( 


United States Government Securities . 689,849,255.12 
the Ger Geemeities «lw ltl tl tl tl elt 109,889,269.06 
Loans: 

Loans and Discounts. . .« « « $% 294,544,204.97 
ard Real Estate Mortgages . . . . 61,099,300.54 355,643,505.51 
Na- Accrued Income and Other Resources . 6,908,002.55 
lent Branch Buildings and Leasehold Improve- 
hat CENTER et sk + + + ee ee 3,029,273.58 
ited Customers’ Liability on Acceptances and 
tra- OF A Letters of Credit. . . . « 4,121,004.92 


th 
bose GREAT $1,597,499,970.51 
INDUSTRIAL LIABILITIES 


Deposits: 

iget AREA Commercial, Bank and Savings . . $1,305,979,653.30 

can- United States Government . . . 147,765 ,826.42 

il of e Other Public Deposits ~~ . . . 44,837,254.37 $1,498,582,734.09 
d to Bills Payable. . . . . 15,000,000.00 
ould GATEWAY Accrued Expenses and Cites Liabilities 8,835,834.95 
ina- TO Acceptances and Letters of Credit . . 4,121,004.92 
will Capital Funds: 





Ad- 





























eral 





ened CANADA Common Stock ($10.00 Par Value) $ 15,000,000.00 
Surplus ee a cer et ee 45,000,000.00 

Undivided Profits e e ee e 7 10,960,396.55 70,960,396.55 

$1,597,499,970.51 











United States Government Securities carried at $210,760,133.82 in the foregoing 
statement are pledged tosecure public deposits, including deposits of $17,870,037.47 
the of the Treasurer-State of Michigan, and for other purposes required by law. 
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Since Congressional leaders are aim- 
ing for a July 1 adjournment, barring 
unforeseen circumstances, it is there- 
fore doubtful if action can be com- 
pleted on the Spence bill at this ses- 
sion. 

Despite the apparent log-jam in the 
legislative calendar, the I.B.A. has cir- 
cularized its members outlining the 
favorable points of HR 6504 and has 
suggested that members urge Con- 
gress to “take immediate action on a 
bank holding company regulatory bill.” 

The association further urges its 
membership “to contact your senators 
and Congressmen, expressing your 


belief in the need for such legislation 
and urging the prompt consideration 
of HR 6504.” 

The American Bankers Association, 
as well as state bankers associations, 
is also urging Congress immediately 
to take up the Spence bill. 

In introducing the measure, Mr. 
Spence said “there is an inherent 
danger to the economy of this country 
in the concentration of great economic 
power through the centralized control 
of banks. It is in the public interest to 
minimize this danger and to have 
wholesome competition in the banking 
field.” 





service. 


@ Largest list of direct sending points 
of any commercial bank in the United 


States. 


@ Accurate credit reports from files carefully main- 
tained during 86 years of operation. 


@® The pioneer in 24-hour transit 


@ Private wire system with all principal financial centers. 


®@ Bond, Trust, Safekeeping and Special Service departments to 


meet your every demand. 


@ Immediate presentation of city collections. 


@ Oldest and best equipped Foreign department in Kansas City. 


YOU NAME THE SERVICE . . . COMMERCE HAS IT! 


(Ommerce Trust Ompany” 


Cantal Foshs Enel 26 Millon Dollars 
KANSAS CITY'S LARGEST BANK 


Established 1865 


MEMBER _FEDERA 
INSURANCE COR HORATON 


The I.B.A. explains that the Spence 
bill: 

1. Would require a banking holding 
company to obtain permission from 
the appropriate Federal authority, act- 
ing in consultation with the particular 
state banking department before ac- 
quiring stock control or assets of an 
additional bank. 

2. Would forbid a bank holding com- 
pany to acquire control of additional 
banks outside the State in which it 
maintains its principal office or in 
which it conducts its principal opera- 
tions. 

3. Would prohibit bank holding com- 
panies from acquiring additional 
banks in states that do not authorize 
the operation of branches. 

4. Would forbid holding companies 
to own companies engaged in any bus- 
iness other than related to banking 
and require them to divest themselves 
of any non-banking interests within a 
maximum of five years. 

5. Would make it unlawful for hold- 








ing company banking subsidiaries to 
lend to the parent company. 
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Transamerica Appeal 
A long court battle is looming over 
| the Federal Reserve Board’s findings 
made under the Clayton Act to force 
Transamerica Corporation to divest 
itself of all bank holdings except its 
share interest in the Bank of America 
National Trust & Savings Association. 
An appeal is now in preparation, 
_ but it has not been decided by Trans- 
| america management where to file it. 
Management has two choices. It can 
file in the Third Federal District 
Court of Philadelphia, since Trans- 
america was organized under Dela- 
ware laws, or in the Ninth Federal 
District Court in San Francisco. 

Sam Husbands, president of Trans- 
america, has made it clear that if the 
corporation loses the battle to upset 
| the Federal Reserve Board’s decision 
it will take the case right up to the 
United States Supreme Court. 

It may be many months before the 
final outcome is decided. Nevertheless, 
those interested in the case are ex- 
tremely anxious to test the Clayton 
Act. 

The initial action citing Transamer- 
ica Corporation as a violator of the 
Clayton Act was taken by the Board 
of Governors of the Federal Reserve 
Board on June 24, 1948. The time lapse 
| therefore in completing hearings and 
| then deciding on the case took almost 
four years. 

By a vote of 3 to 2, the Board de- 
cided that Transamerica had violated 
the Clayton Act. The Reserve Board 
announced its decision on March 27, 
1952, and gave the respondent 90 days 
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$2,758,700 burglary of one of New York City’s 
earliest Savings Banks, October 27, 1878 


THE PLUNDERING PORTER 


It was 6 A.M. on Sunday morning. Helplessly, janitor 
Louis Werkle and his family, bound and gagged in their 
apartment, watched their assailants make off with the 
keys to the bank offices below. 

A few minutes later, patrolman Van Orden pounded 
his beat past the bank’s main window. A large screen 
hid the vault door from view. But a man in shirt sleeves 
was busily dusting and tidying the office furniture and 
looked up with a friendly smile. Reassured by the 
“porter’s” cheerful greeting, the officer passed on. 

Meanwhile, the struggling janitor escaped his bonds 
and rushed to sound the alarm. Detectives soon 
swarmed into the bank— but found only deserted 
offices, an empty vault and an idle featherduster. 

At least ten men were eventually implicated in this 
fayulous $2,758,700 burglary. Only two, however, 
were convicted, and Abe Coakley, the masquerading 
porter, was freed for lack of evidence. 
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Fortunately, non-negotiable bonds made up most of 
the loot, but before the case was finally closed, it fell 
upon the bank’s trustees to make good many thousands 
of dollars which were never traced or recovered. 


* * * 


Time and again, the calculatedly bold masquerade has 
proved its effectiveness for criminals. Today, as yester- 
day, it is all too often successful. 

The only sure protection against never-ending criminal 
ingenuity is adequate, well-planned insurance. Using 
the wholly dependable AEtna Plan of Risk and Insurance 
Analysis, your A&tna representative can set up a broad, 
flexible system of planned protection not only against 
robbery, but against fire, liability, embezzlement and many 
other hazards. For complete details on Etna Plan 
coverage especially tailored to fit your bank’s particular 
needs, call the Attna representative in your community. 


ZETNA Casualty AND Surety Company 


The 4tna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY FIRE AND MARINE 
Etna Life Insurance Company A bile I Company 
tna Casualty and Surety Company Standard Fire Insurance Company 
Hartford 15 Connecticut 
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in which to file plans under which it 
must divest itself of bank holdings in 
California, Oregon, Nevada, Arizona, 
and Washington. 

Chairman William McChesney Mar- 
tin and Governors Rudolph M. Evans 
and M. S. Szymezak voted in the 
affirmative while Governors James K. 
Vardaman, Jr., and Oliver S. Powe!l 
voted in the negative. Governors Mills 
and Robertson took no part in the 
consideration. 

Transamerica under the ruling must 
dispose of its holdings in 47 banks in 
the five western states, but it can re- 
tain its stockholdings in Allied Build- 
ing Credits, Occidental Corporation, 
Pacific National Fire Insurance Co., 
Premier Insurance Co., Adel Precision 
Products Corporation, General Metals 
Corporation, Enterprise Engine & 
Foundry Co., Columbia River Packers 
Association, Corporation of America, 
and Inter-America Corporation, Amer- 
ican Brokerage, Coast Service Co., 
Time Plan Inc., inactive, and Axton- 
Fisher Tobacco Co., now in liquidation. 

The majority opinion found that 
Transamerica was in violation of Sec- 
tion 7 of the Clayton Act by its hold- 
ings in the 47 banks and ordered the 
corporation to divest these holdings 
“in good faith, and that none of the 
capital stock of any said banks be sold 
or transferred directly or indirectly 
to any presently existing or later or- 
ganized or acquired subsidiary or 
affiliate of respondent, or to any direc- 
tor or officer, employee, agent, or 
nominee thereof, or to any person act- 
ing for or in behalf or subject directly 
or indirectly to the control, of respond- 
ent or any of its subsidiary or affiliated 
companies.” 

In his dissent Governor Vardaman 
said he would dismiss the complaint 
for the reason that in his opinion, the 
record fails to warrant or sustain the 
board’s finding that the effect of 
Transamerica’s acquisition, holding 
and use of the stock of the banks 
named in the Board’s divestment order 
“may be to substantially lessen com- 
petition and restrain commerce in 
banking in the states of California, 
Oregon, Nevada, Arizona and Wash- 
ington.” 

Mr. Powell said in his dissent that 
in his judgment “the case was tried 
on too narrow a basis.” 

“The solicitor’s argument boils 
down largely to the fact that the re- 
spondent has 40 percent of the bank- 
ing offices and 39 percent of the de- 
posits in five states, that this is too 
large a percentage to be controlled by 
one party and that the respondent has 
intentions of further expansion.” 

In addition to the above, Mr. Powell 
argued that the Board of Governors 
“is unlike a court in that the Board is 
supposed to be an expert in banking 
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and can weigh special factors in bank- 
ing cases over and above reliance on 
court decisions based on non-banking 
business.” 
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Savings-Loan Legislation 

Strong opposition has been voiced 
by the American Bankers Association 
to a proposal made by the United 
States Savings and Loan League to 
permit federal savings and loan asso- 
ciations to make conventional mort- 
gage loans beyond the 50-mile limit, 
without prior approval. 

J. O. Brott, A.B.A. general counsel, 
wrote the Federal Home Loan Bank 
Board, opposing the proposal, which 
would amend Section 163.9 of the rules 
and regulations of the Home Loan 
Board for the insurance of accounts 
by the Federal Savings and Loan In- 
surance Corporation. 

Such an amendment would greatly 
increase the possibility of engaging 
in unsound lending operations, the 
A. B. A. said. 


The stand of James J. O’Malley, 
chairman of the Committee on Federal 
Legislation of the National Savings 
and Loan League and president, First 
Federal Savings and Loan Association, 
Wilkes-Barre, Pa., at the Senate hear- 
ings on proposed legislation was in- 
correctly reported in the April issue of 
Burroughs Clearing House. 

Mr. O’ Malley actually testified vigor- 
ously in opposition to S 2517, as well 
as S 2564, says Oscar R. Kreutz, execu- 
tive manager of the association. Mr. 
O’Malley feels that the proposed bills 
would be detrimental. 
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V-Loan Volume 

From the beginnings of the pro- 
gram in September 1950, through Feb- 
ruary 1952, 934 V-loans_ totaling 
$1,530,388,000 were authorized by the 
nine procurement agencies which may 
guarantee such loans under the De- 
fense Production Act of 1950. These 
agencies are: Department of the 
Army, Department of the Navy, De- 
partment of the Air Force, Atomic 
Energy Commission, Department of 
Commerce, Department of the In- 
terior, Department of Agriculture, De- 
fense Materials Procurement Agency, 
and General Services Administration. 
Early in March, the largest V-loan, 
thus far, was authorized in the amount 
of $100,000,000. The smallest V-loan 
authorized was for $4,500. 

‘egulation V-loans outstanding Feb- 
ruary 29, 1952, totaled $763,838,000. 
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"Once there was & poor Fish 


®@ He made frequent trips down to the 
postoffice to buy postage—afraid to 
keep too much on hand. He kept the 
postage locked up in a stamp box— 
afraid it might get lost or stolen. 


@ He moistened and stuck stamps in the 
old fashioned, sloppy and slow way. He 
often ran out of the right stamps, and 
had a heck of a time making his postage 
account come out even. But 
he’s not a poor fish any 
— more—ever since he found 
Sith out about the DM! 

= The DM is a desk size 

postage meter that prints 

postage, the exact amount 
needed for any kind of mail, directly on 
the face of the envelope. Prints a dated 
postmark at the same time, and your own 
small advertisement if you want one. Has 
a moistener for sealing envelopes. Prints 
postage on special tape for Parcel Post. 
@ Anybody can learn to use one in a 


(Postage Wetor 


FREE: Handy wall chart of new Postal Rates for 
all classes of mail, complete with changes, and parcel 
Post map showing zones for any locality, 







few minutes. Just dial the amount needed, 
and press down the handle. 

® The DM can be set for as much postage 
as you want to buy, protects it always 
from damage, loss, theft. And keeps your 
postage account on easy-to-see registers, 
® A great convenience, in any office. 
Ideal for branch offices. Ask the 

nearest PB office to show you—or send 
the coupon for the free illustrated booklet, 





The DM, new desk model postage 
meter, little larger than a phone, 
prints postage for all kinds of mail. 





3130 Pacific St., Stamford, Conn. 
Please send free postal chart, and booklet on DM. 
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THE PHILADELPHIA NATIONAL BANK 


PHILADELPHIA 1, PA. 
Organized 1803 
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THE PERSONALITY SPOTLIGHT 








The picture below, taken in the direc- 
tors’ room of Union Planters National 
Bank & Trust Co. of Memphis has a 
familiar setting. In the distance can be 
seen the broad Mississippi as usual. 
Gazing out over the business and finan- 
cial district is Vance J. Alexander, who 
for 20 years has headed the Mid-South’s 
largest banking institution as president. 

But something new has been added 
to the scene, and an important addi- 
tion it is. For with Mr. Alexander is a 











A. W. McCAIN and VANCE ALEXANDER 


Notable addition to the scene 


stalwart, gray haired man of 57, with 
penetrating blue eyes and a friendly 
smile. He is Arthur Williamson Mc- 
Cain, internationally prominent banker 
who has resigned as vice-chairman of 
the board at the Chase National Bank 
in New York City, to become the new 
president of Union Planters. Mr. Alex- 
ander is now chairman of the board, 
and continues as the chief executive 
officer. 

Mr. McCain’s 38-year banking career 
has been an interesting one. It began 
in a country bank at Jonesboro, Ar- 
kansas, his boyhood home. After col- 
lege training he was so determined to 
be a banker that he worked for a time 
without salary to gain experience. Later 
ic enrolled in a foreign service training 
course offered by the National City 
Bank of New York, and spent many 
years in South American’ branches. 
Eventually he became a vice-president 
in Chase’s foreign department, and it 
Was not until 1934 that he turned to 
lomestic banking. He became widely 
identified with the financing of aircraft 


May, 1952 





manufacturing and air transport com- 
panies, and with credits for wartime 
industrial expansion. In 1946 he became 
president of Chase, and it was in 1949 
that he was named vice-chairman of 
the board. 

Mr. Alexander, whose own banking 
career dates back to 1906, explains that 
expansion of Union Planters executive 
staff was necessitated by the bank’s 
growth. With nearly $300 million in 
total resources, it is now the 76th larg- 
est in the country. 

* 


J. Grady Cheatham is now president 
of the South Main State Bank, Hous- 
ton, Texas, following the death of its 
organizer, Joel H. Berry, Sr. 

Mr. Cheatham, formerly executive 
vice-president, was one time a member 
of the state finance commission and also 
the state department of banking. He 
began his 35-year banking career with 
the First National Bank of Dallas, or- 
ganized the First National Bank of 
Milford, Texas, and later was executive 
vice-president of the Waxahachie Bank 
and Trust Company. 

In other changes, Floyd C. Williard 
has been named executive vice-presi- 
dent, Joel H. Berry, Jr., is now a full- 
time vice-president, J. D. McGilvray 
has become cashier, and J. T. Kizer is 
a vice-president in the commercial loan 
department. 

* 


Clyde C. Taylor has retired as chair- 
man of the board of Peoples First Na- 
tional Bank & Trust Company, Pitts- 
burgh, and has been elected honorary 
board chairman for the balance of the 
year. His banking career dates back to 
1901. 

Advanced to vice-presidents at Peo- 
ples First are Thomas W. Gormly in 
charge of the time plan department, and 
Shepard H. Patterson in the credit de- 
partment. Mr. Gormly is a past presi- 
dent of the Bankers Exchange Bureau 
of Western Pennsylvania and an in- 


Promoted at Pittsburgh 


T. W. GORMLY 


S. H. PATTERSON 








structor in consumer credit at the Uni- 
versity of Pittsburgh. Mr. Patterson is 
active in Robert Morris Associates and 
the Credit Association of Western 
Pennsylvania. 

e 


New president of The Beneficial 
Savings Fund, Philadelphia, at the be- 
ginning of its centennial year is Francis 
P. Burns. The promotion comes in his 
35th year with the bank. 


Mr. Burns, who succeeds retiring 











FRANCIS P. BURNS 


“Beneficial” announcement 


Mark Willcox, has been a senior vice- 
president and member of the board of 
managers since 1942. For the previous 
three years he had been vice-president, 
treasurer and secretary, marking the 
first time in Beneficial’s history that 
any officer of the bank had held three 
titles at the same time. 

Active in association work, Mr. Burns 
is well-known in banking circles. Lo- 
cally, he founded and became the first 
president of the Philadelphia Mutual 
Savings Banks Conference Group. 


° 


New head of the correspondent bank 
department at the First National Bank 
in St. Louis is Wilhelm R. Mesenbrink, 
who has joined the bank as a vice- 
president. He was formerly a vice-presi- 
dent of the Continental Illinois Na- 
tional Bank and Trust Company, Chi- 
cago, and since the first of the year 
was in charge of the Southwest ter- 
ritory for that institution. 

* 


B. Frank Williams has been pro- 
moted to vice-president by The Na- 
tional Bank of Commerce in New Or- 
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leans. He succeeds Walter W. Schroed- 
er as Officer in charge of correspondent 
bank and commercial business in Mis- 
sissippi, following the latter’s resigna- 
tion to become a vice-president at the 
First National Bank in Dallas. 


* 


New president of the American In- 
dustrial Bankers Association is Leon 
C. Hall, executive vice-president of the 
Norfolk Savings and Loan Corporation, 
Norfolk, Virginia. He was named at 
the group’s 18th annual convention 
held last month at Biloxi, Mississippi. 
He succeeds Charles E. Finley, presi- 
dent, Industrial State Bank, Kalama- 
zoo, Michigan, who is now chairman 
of the association’s board of directors. 


5 


Richard B. Schneider has been ap- 
pointed chemical consultant at the Em- 
pire Trust Company, New York City. 
Formerly with W. R. Grace & Co., he 
will work closely with the bank’s chem- 
ical department in evaluating growth 
opportunities within the chemical and 
related industries. 

« 


At the Live Stock National Bank, 
Omaha, Nebraska, Chester G. Pearson 
has been promoted to vice-president, 
A. S. Chaves to cashier and comptrol- 





F. ROBERTS 


H.FAHRENTHOLD P. H. 








LACKS’ T. S. DIXON G. E. MARKS 


Officer quintet advanced by a San Antonio bank 


ler, Richard Gash and Robert Iske to 
assistant cashiers. Mr. Pearson was 
formerly cashier, while Mr. Chaves has 
been comproller since 1948. 


° 


Five officials of the Bexar County 
National Bank of San Antonio, Texas, 
have received promotions. F. B. 
Roberts, formerly assistant vice-presi- 
dent, and H. A. Fahrenthold, cashier, 
have moved to vice-presidents. George 
E. Marks and Thomas S. Dixon are 
now assistant vice-presidents, Paul 
H. Lacks cashier. 


+ 


Effective April 1, The Mount Vernon 
(New York) Trust Company has 
merged with The County Trust Com- 
pany, White Plains, New York, to form 
a consolidated institution with re- 


sources exceeding $200,000,000. Fred E, 
Goldmann, president of The Mount 
Vernon Trust, has become senior vice- 
president of The County Trust Com- 
pany and will direct the operation of 
the East First Street office in Mount 
Vernon. 
* 


The presentation scene below might 
be labeled “a token of appreciation from 
one bank president to another.” 

Recently President Joseph M. Dodge, 
and other officials of The Detroit Bank 
played host to members of two Junior 
Achievement firms, The Little Detroit 





YOUR SPECIAL 


CHECKING ACCOUNTS! 


¢ CHECKMASTER 


(Free Checkbook Plan) 


¢ CHEXCEL 


(““Sell-the-Book”’ Plan) 


All operating supplies and continuous merchandis- 


ing campaign included. 


BANK PAYS NOTHING 


IN ADVANCE. Price of checkbooks covers every- 
thing ... We imprint and ship direct to depositor 
or you imprint on premises with our equipment. 


INQUIRIES INVITED 


CheckHasler 


SYSTEMS, INC. 





270 MADISON AVENUE, 





NEW YORK 16, N. VY. 








MR. DODGE receiving plaque 


Honored by “fellow presidents” 


Bank and Clayco Products, which are 
sponsored by the bank. 

After a luncheon in the executive 
dining room, Arline Berry, president 
of The Little Detroit Bank, along with 
Mary Krug, president of Clayco Prod- 
ucts, presented Mr. Dodge with a 
plaque in appreciation of the sponsor- 
ing bank’s interest in Junior Achieve- 
ment activities. The JA group of 18 
members then toured the banking 
offices. 

° 


Henry R. Roose has joined The 
United States National Bank of Omaha, 
as assistant vice-president in charge of 
the installment loan department. He 
formerly was vice-president and cashier 
of the Douglas County Bank, Omaha. 

> 


Last May virtually all of Pryor, Okla- 
homa, turned out to pay homage to W. 
| A. Graham, president of the local First 
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““CONNECT’’ WITH CANADIAN OIL! 


Consult the “banker-geologist” team of our Petroleum 


















and Natural Gas Division at Calgary. These men know , 
Canadian oil . . . follow trends and developments... 
interpret regulations . . . and can give valuable help 


in processing oil financing problems. 


Moreover, with nearly 100 branches throughout the oil 
country of Western Canada, we are uniquely equipped to 


provide oil and gas interests with on-the-spot banking 





Sane ° . e 
EH services. For an advantageous banking connection, 
Leases make us YouR Canadian bank. 
Le 


Newly Revised! 
“For Oil and Allied Industries” brings you ° 
up to date on such matters as Canadian e a na la Nn a Nn 


exchange control; taxes; leases and reser- 
vations; customs regulations; a map of the 


oil and gas fields; and a wealth of other of ( Ol ! } I ! ler e 
information. Write for your copy to: Pee 


troleum and Natural Gas Division, The HEAD OFFICE: TORONTO 
Canadian Bank of Commerce, Cal 
Alberta, Canada. bs rt New York San Francisco Los Angeles Seattle Portland, Ore. 








600 Branches across Canada 

















ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since 
its foundation over 60 years ago. If you are inter- 
ested in doing business in Peru a letter addressed 
to us will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


67 Offices Throughout the Country 
CAPITAL - $/.60,000,000.00 
f SURPLUS - S$/.52,224,088.38 


"Peru's Oldest National Commercial Bank" 





























: ‘ Yy you are 
about the worth of a 


SCHERMACK POSTAGE STATION 


IN YOUR BANK... 
ash any bank 


Yat owns one! 


Over a thousand banks, with no obligation what- 
soever to buy the equipment, have pre-tested the 
reactions of their customers to the presence of 
Schermack Postage Stamp Stations in their banks, 
and then retained them as a permanent feature of 
their services. In most banks, profits from stamp 
sales quickly pay off the equipment’s cost, assuring 
substantial earnings for years to come. Even*in 
small towns, banks find the constantly increasing, 
neighborhood popularity of the service is profitable 
and productive of new business. Every transaction 
will net your bank a profit of one cent. 


We invite you to make a 30-day free test of 
a Schermack Postage Station in your bank. 
There is no obligation to buy. Write us about it. 


LOM a nes a PRODUCTS CORP. 


DEPT. M, 1164 W. BALTIMORE AVE. e DETROIT 2, MICH. A 























National Bank, on his 100th birthday 


anniversary. Since then he continued 


to come regularly to the bank until! a 
recent bad fall which proved fatal. 
Noted as Oklahoma’s wealthiest coun- 


| try banker, Mr. Graham attracted wide 


renown for his philanthropic dona- 
tions to his community. 


e 


For his pioneering efforts as the 
“father of consumer credit in commer- 


| cial banking,” Vice- 


| Credit Conference 


monial at the recent 





President Roger 
Steffan of The Na- 
tional City Bank of 
New York was pre- 
sented with a testi- 


National Instalment 


of the American 
Bankers  Associa- 
tion. It related how R. STEFFAN 
he was instrumental 

in getting National City’s management 
to establish a personal loan department 
nearly 25 years ago (the department 
has since made over 5% million such 
loans for more than $2 billion). The 
testimonial also credits Mr. Steffan 
with having had much to do with de- 
veloping the F.H.A. Title I plan, and 
popularizing it among banks. 








* 


Clifford J. Zoller of the branch loan 
administration has been advanced to 
assistant vice-president by Manufactur- 
ers Trust Company, New York City. 
W. R. Graham is now assistant secre- 
tary, F. Freeman, an assistant trust 
officer. 


e 


Jules I. Griffin, widely known 
throughout the South as an officer in 
the correspondent 
bank division of Hi- 
bernia National 
Bank in New Or- 
leans, has been 
upped to vice-presi- 
dent. He joined the 
staff in 1942 as an 
assistant vice-presi- 

J. L GRIFFIN dent, coming to 

New Orleans from 
The First National Bank of Miami. 




















Sd 


George V. La Monte, Jr., has been 
elected president of George La Monte 
& Son, Ltd., Canada, a subsidiary ol 
the parent company in Nutley, New 
Jersey. 

. 

For “meritorious service” the City 

National Bank and Trust Company 0! 


Kansas City (Missouri) has sent Vice- 
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President John H. Yonts and his wife 
on an expenses-paid two month vaca- 
tion trip to Europe. 

Mr. Yonts was one of 30 officers of 
the bank who participated in a cam- 
paign last year to bring in more busi- 
ness, and he led all others in the open- 
ing of new corporation accounts and 
new business for the trust department. 

The trip was a partial realization of 
an ambition he had as a boy in a Ken- 
tucky orphanage years ago, to some 
day take a trip around the world. The 
vacation was also a delayed honey- 
moon which he and his wife were un- 
able to afford when they were mar- 
ried. 

+ 


Bruce D. Alexander and Ralph W. 
Hawkins have moved up to assistant 
vice-presidents at The First National 
Bank of Denver. Named assistant cash- 
iers are B. E. Dines, F. P. Gardiner, F. 
Hammond, E. W. Lumberg and A. A. 
Quincy, Jr. 

° 


The origin of the unlighted cigar 
habit that is one of the distinguishing 
marks of Clif- 
ford Stanley 
(Hap) Young, 
popular presi- 
dent of the Fed- 
eral Reserve 
Bank of Chicago, 
is uncovered ina 
feature story 
published recent- 
ly by the Chicago 
Tribune. It is 
traced to his 
World War II 
days, when as a 
green private forbidden to smoke on 
guard duty, he discovered that he felt 
hetter equipped to face eventualities 
with a cigar clenched between his teeth, 
unlighted though it be. 

Thenceforth, Hap Young has custom- 
arily been found with a cigar aimed 
rakishly skyward from its smiling 
anchorage. Although unsmoked, each 
cigar melts away steadily in some curi- 
ous manner, and as many as a dozena 
day are thus employed. 

The Tribune story tells how 
Mr. Young acquired his nickname. It 
was when he was a young bank exami- 
ner, traveling with a fellow companion 
along a primitive Towa road from one 
small town to another. It was a rainy 
day and the ancient car broke down. 








(HAP) YOUNG 


also 


Ankle deep in mud and soaked to the 
skin, the two young men struggled 
to revive the old vehicle. Suddenly the 


Young sense of humor was tickled by 
the great disparity between the con- 
ventional picture of a banker and the 
plis t of the two examiners. He burst 
Into laughter, whereupon his compan- 


May. 1952 











Sammon’ 


Rasx County Highway Dept., 
Ladysmith, Wisconsin, keeps this 
7-yd. D Tournapull busy the year 
*round. During the dirtmoving 
season, it works on road construc- 
tion jobs. In winter, equipped 
with a LeTourneau 9’ V-Plow (as 
illustrated) it speeds county-wide 
snow removal. Here’s a report 
from County Highway Commis- 
sioner Harold Iverson on its cold 
weather operation: 


2 to 3 times as many 
driveways cleared 


**We use our D Tournapull mostly 
for plowing out farm driveways,”’ 
Iverson says. ‘‘Clearing and wid- 
ening the average 200 to 250’ drive- 
way takes less than 3 minutes 
with this rig, as compared to 10 
to 15 minutes with a 10-ton, all- 
wheel-drive truck and even longer 
with a motor patrol. I’d say we 
clear atleast 2 to 3 times as many 
driveways in a day with our ‘D’ 
as we do with a truck. 


**For example, one day right after 
a heavy storm, the ‘D’ plowed out 
56 driveways over 30 miles of 


plows roads fast 
after Wisconsin snows 


eountry roads. A truck would 
have cleared 15, maybe 20. 


Maneuverability speeds work 


“The biggest advantage of the D 
Tournapull is its maneuverability. 
You can turn it around with its 
own length. You can’t get stuck! 
With a truck you have to line up 
your wheels very carefully before 
starting to plow a driveway so 
you don’t fall into a culvert... 
with a Tournapull, you just turn 
on the run and drive ahead. 
Tournapull operator also has a 
clear view of the plow blade which 
speeds his work considerably.”’ 


When your county or city pur- 
chases modern LeTourneau earth- 
moving and snow removal equip- 
ment, you can be sure you are 
getting most for your money in 
speed and economy. These high- 
speed, rubber-tired units drive to 
work anywhere, eliminate trans- 
portation costs and delays, get 
jobs done in a hurry with mini- 
mum use of muscles and man- 
power. They pay dividends to the 
taxpayers in better year-around 
maintenance of highways and 
other public works facilities. 
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THESE SETS NEED INK | 
ONLY 4 TIMES A YEAR 


(in normal desk use) 


Only a few of the more 


Model 4410 


Maroon, green 
or walnut. 
Permalite base. 


Model 4810 


Maroon, green or walnut. 
Permalite base. 





Model 4430 


Genuine Onyx base. 


Model 4830 


Genuine Onyx base. 





Model 4420 


Black Carrara 
marble base, 


Model 4820 


Black Carrara marble base. 











Model 484 


Heavy glass base in black, 
clear, green, gray, or 
maroon. 


Extorbrook 


DESK PEN SETS 











Burroughs Clearing | ‘ous¢ 





PN) | > @o]0 Roy.\\ Mel, [olo)-) aaa aI: 
RIGHT POINT FOR THE WAY 
YOU WRITE 


popular point styles shown 





Choose your 
own individual 


ASK YOUR STATIONER point style from the 
FOR A DEMONSTRATION /f ‘iiiienmebten 


selection. 


Point 
instantly 
renewable in 
case of 
damage. 


“Ink-Locked” 
against accidental 
spillage. Can't leak. 

Won't flood. 


Base holds 
40 times more 
—— ES ink than ordinary 
N: g fountain pen desk 
Model 444 S& S Z sets. As easy to 


Heavy glass base in —S:> E , clean as a 
black, clear, green, ls —S saucer 
gray or maroon. , 








DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST; TORONTO, ONTARIO 


}iouse 
May, 1952 













© eee re eT. eS 






















eeeee 


s- wre Ne 


- 


’ 


ee, el *, 























Left to right: M. STROBL, E. McPHILLIPS, P. RATERMAN, T. RATERMAN, Jr., J. BROCKMAN, 
P. SCHRIEVER, E. WILKENING, L. REINKE, J. ARATA 


Promotions within the ranks by Provident Savings Bank & Trust Co., Cincinnati 


ion snorted: “If you’re so dag-blasted 
happy about a mess like this, we'll have 
to call you Happy.” 

And the name has stuck, although 
Happy has been changed to Hap. Says 
William Clark, of the Tribune’s finan- 
cial staff: “Young’s good humor is 
anything but that of the boisterous, 
back slapping extrovert. It is simply 
the quiet outer reflection of an inner 
glow—the all too rare down to earth 
pleasantness of a man 100 per cent 
sincere in wishing everybody else well.” 


eo 


W. James Metz has become associ- 
ated with the Mortgage Bankers As- 
sociation of America as assistant direc- 
tor of its servicing and accounting de- 
partment, which is headed by Thomas 
E. McDonald. The department renders 




















a counseling and advisory service to 
member firms. Mr. Metz was formerly 
assistant controller of a milling com- 
pany in Chicago. 

> 


John S. Bundy has been promoted to 
trust officer at the First National Bank 
of Omaha. He was formerly assistant 
trust officer. 

e 


The Provident Savings Bank & Trust 
Co., Cincinnati, has elected eight new 
officers from within the ranks, and ad- 
vanced one officer in rank. Melvin J. 
Strobl has moved up from assistant 
trust officer to trust officer, while the 
following have been named assistant 
secretaries and treasurers: Joseph C. 
Arata, Edward F. McPhillips, Paul 











Correspondent Service 
IN MICHIGAN 


Manufacturers National Bank in- 


vites consideration of its facilities 


for serving as your Michigan corre- 
spondent. Prompt, efficient handling 


of items is assured through offices 


strategically located in Detroit, 
Highland Park and Dearborn. 


THE MANUFACTURERS NATIONAL BANK 


OF DETROIT 


Member Federal Deposit Insurance Corporation 




















Raterman, Theodore Raterman, Jr, 
Louis H. Reinke, Paul Schriever and 
Erwin H. Wilkening. Promoted to as. 
sistant trust officer is John P. Brock. 
man. 

+ 


One of the country’s best-known 
correspondent bankers, Leo D. Kelly, 
has retired as vice- 
president of the 
Mercantile Trust 
Company, St. Louis. 
He had _ been as- 
sociated with the 
bank and its prede- 
cessor institutions 

















for almost 44 years. 
Years ago he was a 
pioneer in urging 
banks to install service charges. He 
was author of a booklet on the subject, 
addressed many conventions, and wrote 
articles on service charges for 26 bank 
magazines, from whose readers he te- 
ceived requests for 16,000 copies of his 
booklet. 


LEO D. KELLY 


e 


Gilbert A. Smith has joined the State 
Bank and Trust Company, Evanston, 
Illinois, as assistant vice-president and 
trust officer. He has had 20 years oi 
trust, tax, and insurance work. 


e 


James J. McNamee, assistant vice: 
president of The National City Bank 
of New York who 
has headed its ad- 
vertising and pub- 
licity department 
ever since 1917, died 
suddenly last 
month. His succes- 
sor in charge of the 
department is Gran- 
ville S. Carrel, also 
assistant vice-presi- 
dent, who has been with the bank sincé 
1929. 

John J. Lawlor, a member of tht 
department for 34 years, has been 4 
pointed an assistant cashier. 


J. J. McNAMEE 


~ 


The career of Robert W. Kneeboré 
vice-president, The National Bank ” 
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You'll be surprised how many of them will, when you have a new Mosler 
Day and Night Depository to accept envelope or bag deposits at any time! 


Isn’t every depositor, large or small, an 
important factor in a bank’s total busi- 
ness? And doesn’t every depositor find 
it impossible, at times, to get to the 
bank during banking hours? 


Why not provide the newest type of 
depository service that will help you 
get every possible after-hours deposit 
... and hold on to every customer who 
finds after-hours banking necessary? It 
will also bring in new accounts. The 
Mosler Day and Night Depository has a 
stainless steel head and has both a slot 
for envelope deposits and a key-operated 


IF IT'S MOSLER,...IT'S SAFE 


# Mosler Safe ““” 


World’s largest builders of safes and bank vaults . . 
built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 
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hopper for bag deposits. It’s the kind of 
unit any customer can use at any time, 
even saves time during banking hours 
when tellers are unusually busy. 


25 keys for hopper entrance door and 
25 deposit bags, lettered with the 
name of your bank, are furnished with 
each installation. 


Why not find out, today, how easily 
this convenient Mosler unit can be in- 
stalled . . . and how simply and safely 
it functions? Mail the coupon, below, 
for complete details! 
















FOR BANKS that already have night depository 
service, the Mosler 24 hour Depository, illustrated 
above, can be added separately to provide the dual 


facilities of a Day and Night Depository. 


Another possibility is to replace your present night 
depository, which provides for bag deposits only, with 
the new Mosler Day and Night Depository having 
dual feature. Our engineers will be happy to tell you, 
without obligation, if this can be done economically, 
Liberal allowance will be made on your old depository, 


Mail coupon, today, for complete details! 


NAME 


The Mosler Safe Company, Dep’t BCH-5 
Hamilton, Ohio 


Please send me further information about the Mosler Day 
and Night Depository. 


POSITION 





- Mosler 





BANK 


ADDRESS 








CITY. 






ZONE ——STATE 
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Commerce of Houston, was recently 
sketched in a newspaper story appear- 
ing in The Houston Chronicle. It re- 
lated how he received the degree of 
master of science of municipal adminis- 
tration at the University of Michigan, 
the first such degree ever conferred 


anywhere, and his first work was in 
city government research. Later he was 
affiliated with Banking, magazine of the 
American Bankers Association. Then, 
after a term as managing director of 
the National Automobile Dealers As- 
sociation, he joined the Houston Bank 
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Liabilities £A. 

fl CE, CAE MD nares aces cscasesseseoenen steiatecanantn 10,667,500 

Reserve Fund and Profit and Loss Account Balance .... 8,337,372 
fl Current Deposit and other Accounts ........... arene 373,596,221 

Acceptances for Customers ............00ee008 Gre ae 21,484,016 
ll Confirmed Credits, Guarantees, etc., on behalf of 

RE 66d cea caeew wee pee Speen re re eee 61,206,514 

il €A.475,291,623 
fl Assets £A. 
ll Coin, Bullion, Notes and Cash at Bankers ........... 36,475,775 
fl Cheques of, and Balances with and due from other Banks 13,804,835 
li Investments at or under Market Value ............... 15,043,738 

Special Account with Commonwealth Bank of Australia 100,083,000 
il Bills Receivable and Remittances in Transit ......... ‘ 55,172,368 

Loans and Advances to Customers and other Accounts .. 168,978,163 
il Liability of Customers for Acceptances ..........+6. 21,484,016 

Bank Premises and other Fixed Assets ............ > 3.043.214 
fl Liability of Customers and Others on Confirmed Credits, 

DEC UO. nsec eceveceneees br eee wiaberaacels 61,206,514 

ll £A.475,291,623 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 


In which are merged 


THE UNION BANK 
a oF seen OF AUSTRALIA LIMITED 


(Established 1835) (Established 1837) 





ABRIDGED STATEMENT OF ASSETS AND LIABILITIES 
(EXPRESSED IN AUSTRALIAN CURRENCY) 


30th SEPTEMBER, 1951 














Principal Office for Australia and New Zealand: 
394 COLLINS STREET, MELBOURNE, AUSTRALIA. 
Principal Office in New Zealand: LAMBTON QUAY, WELLINGTON, N.Z. 
Head Office: 71 CORNHILL, LONDON, E.C.3. 


Over 720 Branches and Agencies to serve you. 
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SERVICE 


There’s a Portland way 
of doing things... 


LIVE IN PORTLAND to know Portland—its in- 
dustries, its people, its traditions! 

We have lived in Portland nearly three-quarters of a century. 
In Portland we are Portlanders—- know Portland’s way of doing 
things. 

We’ve lived that long in Seattle, Tacoma, and San Francisco, 
too. 

Here are four banks in four principal Pacific Coast ports, under 
one management with a common service policy —yet, each as old, 
as well known and as “‘local’’ as most businesses in its city. 

You may reason that our integrated Tri-state organization 
can help you. It can! Ask us about it. 


TRI- 
STATE 


sl 
THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION - Incorporated in 1864 


San Francisco 
Heap Orrice: 400 California St. Mission Brancu: 16th & Julian 


Seattle: 815 Second Avenue Tacoma: 1011 Pacific Avenue 
Portland: 380 S.W. Sixth Avenue 








in 1950. Bob Kneebone now specializes 
in general business development and 
public relations affairs of the bank. 


e 


The First American National Bank of 
Nashville has purchased the Madison 
(Tennessee) Bank 
& Trust Company, 
and it is now being 
operated as a 
branch. Julius U. 
Glaboff, president 
and director of the 
Madison institution 
since he bought 
control in 1946, has 
been elected a vice- 
president of First American. Prior to 
1946 he was in the Nashville institu- 
tion’s correspondent bank department 
as an assistant vice-president. 














J. U. GLABOFF 


e 


Mrs. Clare M. Young and Mrs. Ber- 
nice Dowhie are “ambassadresses of 
good will” for the First Federal Savings 
& Loan Association of New York. Pres- 
ident Harold C. Hahn created the posts 
to counteract the assembly line pro- 
cedure of home buying, in which the 
association was arranging so many 
loans through lawyers, real estate men 
and other intermediaries, and not meet- 
ing the home buyers directly. The two 
women call on the housewives, take 
an interest in their home ownership 
problems, and frequently are called 
upon for advice on decorating mat- 
ters, child care, etc. 


7 


John C. Read, who made a wide cir- 
cle of banking friends in the United 


| States when representing the Midland 


Bank Limited of London, has _ now 
joined the Bank of British West Africa 
Limited as assistant general manager 
at the head office in England. 


Sd 


Edward §S. Walker has been elected 
trust officer and as- 
sistant manager of 
the Tacoma, Wash- 
ington, office of The 
Bank of California, 
N.A., succeeding 
the late George H. 
Fisher. Mr. Walker 
joined the bank in 
1928, has been an 
assistant trust off- 





E. S. WALKER 


cer since 1951. 
e 

Harold O. Glass is cashier of the 
Bank of Thomasville (Alabama), which 
has been formed following liquidation 
of the Thomasville Bank & Trust Con 
pany. Until recently Mr. Glass has beet 
assistant cashier of the Marion (Ale 
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pana) Bank and Trust Company. 
Liquidation of the former Thomas- 
ville bank was under the direction of 
A. D. Frazer, assistant vice-president, 
The First National Bank of Mobile. 
«© 


Howard A. Leif, previously chief in- 
spector and auditor of the Bank of 
America, San Fran- 
cisco, has been ap- 
pointed controller. 
He began his career 
with the bank as 
a bookkeeper, pro- 
gressed through va- 
rious branch posi- 
tions, and was as- 
sistant chief inspec- H. A. LEIF 
tor in Southern Cali- 
fornia before coming to the San Fran- 
cisco head office as chief inspector and 
auditor. 

* 


Herman G. Maser has been promoted 
to vice-president at Bankers Trust 
Company, New York City. Charles 
H. Brunie, Joseph R. McLees and Irwin 
Ward Smith have been made assistant 
vice-presidents, and George S. Onder- 
chek is now an assistant treasurer. 

Mr. Maser, Mr. Brunie and Mr. 
Onderchek will be associated with the 
hanking department in the handling of 
construction loans and real estate activ- 
ities. 

~ 


Gilbert F. Bradley, former manager 
of the Nogales office of Valley National 
Bank in Arizona, 
has been promoted 
to assistant  vice- 
president in the 
commercial and in- 
dustrial loan de- 
partment at the 
Phoenix home of- 
fice. Named assist- 

ant cashiers are 

a en Mrs. Mildred F. 
May, Mrs. Lucy Ferguson, Harold 
Marek, and A. Gordon Kimball. 


e 














At the Anglo California National 
Bank in San Francisco, L. §. Berry, J. 
F. Klein and F. Newman have been 
named assistant vice-presidents. A. V. 
Martin is now trust officer, O. S. 
Koenig assistant trust officer. Advanced 
to assistant cashiers are N. L. Norris, 
W. I. Wilson, A. W. Van Brunt. 


Sd 
J. M. Athaide and W. J. Lloyd have 


been advanced to vice-presidents by 
The United States National Bank, San 





Diego, California. B. W. Ferguson 
and A. R. Hastings have moved up to 
assistant vice-presidents. Newly named 
assistant cashiers are C. A. Smith, Jr., 
L.N. Boughton, Jr., and D. Schroeder. 
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HERE’S HOW TO HOLD 
BANK CUSTOMERS 
AND WIN NEW ONES 


The photo shows an excellent example of a modern Drive-In 
Depository. This one, in the Saginaw office of the Michigan 
National Bank, has served as many as 1400 customers in a day. 

Features include: a two-way speaking system; master control 
which provides immediate communication with other tellers or 
guards in the bank; bullet-resisting glass; stainless steel exterior 
for lasting beauty and minimum upkeep; big sliding drawer re- 
ceptacle for deposits. 

We have pioneered in the field of drive-in and walk-up win- 
dows and are pleased to place this engineering and building ex- 
perience, without obligation, at the service of any bank considering 
installation of this modern equipment. 


For complete data on drive-in and walk- 
up windows, write for our brochure on “Auto 
Banking,” Form No. 480. 


of, . 
(ARNG MAL MA SAF 


i" 0. Usa 





Herring-Hall-Marvin Sale Co. 


Main Offices and Factory in Hamilton, Ohio 
Sales and Service Representatives in All Principal Cities, 
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The position taken by a bank is respected by the seasoned business man. He Scoti 
cover 


knows it is based on sound judgment. You, as a banker, neglect no element att 
that will foster such confidence. There is one influence, subtle yet powerful, credi 
you may wish to consider — the selection of a safety paper for your checks clude 


work 
which properly reflects the character of your institution. You may find, as count 


large numbers of bankers have, that La Monte Safety Papers will serve your -_ 
interests well in this respect. Their fine quality has been famous since 1871. with 
head- 
and ¢ 
Ge r A Check Paper All Your Own Pr. 
Thousands of banks and many of the larger corporations use La Monte tered 
Safety Papers with their own trade-mark or design made in the paper with 
raS\3 itself. Such inDIVIDUALIZED check paper provides maximum protection dure; 
against both alteration and counterfeiting—makes identification positive. tions 
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Senior Training Course 


A school of practical banking has 
been started by the Bank of Nova Sco- 
tia to give training in all phases of 
modern banking to young men from 
branches all across Canada. In the 
main, assistant accountants, account- 
ants and assistant managers from 
branches in metropolitan and small 
city branches are picked to take the 
six week expense-paid training course 
at the Toronto headquarters of the 
bank. The first course, with 25 stu- 
dents, opened on March 3 and lasted 
to April 9, with intensive study for the 
trainees from 9 o’clock in the morning 
to 1 p.m., and from 2 to 5 o’clock in the 
afternoon. 

The course was started to provide 
training not available otherwise except 
through home study courses. The ad- 
vantages of the training plan are that 
students see practical banking at ma- 
jor big city branches, hear talks by 
senior executives of the bank, visit a 
variety of business firms to see how 
bank credit actually is put into opera- 
tion, and receive problems of a prac- 
tical nature to work out during the 
course. 

The syllabus of the Bank of Nova 
Scotia’s school of practical banking 
covers a great variety of subjects. 
Over half the course is devoted to 
credit problems of every type, and in- 
cludes lectures, discussions, study and 
work periods on credit problems as en- 
countered at large city branches. Cred- 
it problems in varied fields of indus- 
try are handled during the course, 
With specialists in each field from the 
head-office staff present for lectures 
and discussions. 

Practical banking problems encoun- 
tered at every branch are also dealt 
with in detail. These include proce- 
dures under the bank’s book of instruc- 
tions, how to handle a variety of cor- 
respondence, legal problems to keep in 
mind and the work of the legal depart- 
ment at the bank’s head-office. There 
are lectures on bonds, stocks and in- 
vestments, on municipal government, 
on collateral, safekeeping and safety 
deposit box departments, letters of 
credit and foreign exchange. 

Because bank employees away from 
the head-office or big city main 
branches do not come into contact too 
often with head-office problems, there 
are talks on foreign business, opera- 
tions of the New York agency, how the 
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By JAMES MONTAGNES 











For key personnel, a practical banking course at Bank of Nova Scotia 


bank’s library and economics depart- 
ments function and can be of help, how 
stationery is designed and supplied to 
the branches, the growing need for 
public relations, publicity and adver- 
tising and how it ties in with local 
branch bank operation, and the prob- 
lems of taxes, management and profits 
and charges. Several periods are de- 
voted to the new business development 
operations, the personnel department, 
bank premises, the inspection staff, the 
handling of deposits, and bills of ex- 
change. 

There are no formal examinations 
during the course, students being 
judged on their work as the course 
progresses. There are many study and 
work periods where practical problems 
are handed to the students. The han- 
dling of the problems provides an effec- 
tive guide to the benefits of the course 
for this cross-section of the bank’s 
younger executives. 


® ® @ 


Bank Earnings 

Total earnings of the Canadian 
chartered banks in the fiscal year end- 
ing 1951 broke all records at $315.8 
millions, up 11.94 per cent, according 
to returns tabled in the House of Com- 
mons at Ottawa late in March. But ex- 
penses rose 12.36 per cent to $266.2 
millions. Income from loan interest 
was up to 49 per cent, from 44 per cent 
in 1950 and 43 per cent in 1949. Income 


from securities was down to 29 per 
cent from 36 and 37 per cent respec- 
tively in the previous two years. Serv- 
ices, exchange and other’ sundry 
sources of income accounted for 22 per 
cent of income, up from 20 per cent 
in each of the two preceding years. 


° Sd e 


Personal Loan Companies 
Personal loan companies in Canada 
in 1951 loaned $142,938,000 to 680,174 
Canadians, according to a report filed 
at Ottawa. There has been a steady 
growth over the past five years in this 
business, rising from $74,044,000 in 
1947 when 422,000 persons made this 
type of loan. In 1950 a total of 586,000 
persons borrowed $119,294,000. 


® e e 


Farthest North Branch 


Canada’s most northern bank branch 
was opened in May at Port Radium on 
Great Bear Lake, just south of the 
Arctic Circle. The Royal Bank of Can- 
ade sent H. D. White, from its Regina 
branch, to open the Port Radium 
branch, 1,100 miles north of Edmon- 
ton, a seven-hour journey by air. The 
branch will give banking service to the 
staff at the government-owned radium- 
bearing ore mine, which supplies much 
of the radium-bearing ore used by the 
United States and Canadian govern- 
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Photos of modern pioneer branches at the vast aluminum refinery 
project in British Columbia, described in the March, 1952, issue of 
Burroughs Clearing House, have finally arrived. The two bank 
branches at Kitimat and Kemano show use of modern steel build- 


ings, prefabricated and easily assembled, 


adapted to banking 


quarters at these two construction camps where several thousand 
workers are employed in the wilderness more than 400 miles north 
of Vancouver. The Royal Bank of Canada uses a quonset hut at 
the Kemano power site, and the Bank of Montreal uses a cabin 
type steel building at the future aluminum townsite of Kitimat. 


In the northern wilderness, Canadian banks provide service for aluminum workers 


ment atomic energy plants. 

In preparation for opening this 
farthest north Canadian bank branch, 
the Royal Bank sent Mr. White to Port 
Radium in mid-March to arrange for 
a site for the branch, and to estimate 
the equipment and money required to 
operate it. Everything has to be flown 
in to Port Radium, as the air is the 
only method of transportation to this 


’ remote area, where mining operations 


have been greatly expanded in recent 
years. 


e + as 


Trust Company Reports 

The Trust Companies Association of 
Canada was formed at Toronto on 
March 20 with C. N. Bissett, general 
manager of the Eastern Trust Com- 
pany, Halifax, as president, R. S. An- 
derson, executive vice-president of the 
Crown Trust Company, Toronto, was 
elected first vice-president, and Gor- 
don F. Harkness, general supervisor, 
Montreal Trust Company, Montreal, as 


second vice-president. 

The new association consists of 33 
member trust companies with 180 
branches in Canada’s ten provinces. 
Assets under administration total over 
four billion dollars. The new national 
association will co-ordinate the activ- 
ities of the various provincial organi- 
zations from a full-time secretariat at 


Toronto. 





C. N. Bissett J. G. Hungerford 


New trust association heads 


The new association plans to foster 
sound and equitable principles in the 
conduct of all phases of the trust busi- 
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ness, to co-operate in matters of com- 
mon concern and to promote the inter- 
ests and welfare of trust companies 
and those they serve. 

In the 20th annual report of the 
Trust Companies Association of On- 
tario at a meeting held at Toronto 
March 20, retiring president D. E. 
Kerlin, stated that “there existed in 
Canada a great potential market for 
trust business and urged that efforts 
be increased to develop that business 
through advertising and wider public 
relations.” 

J. G. Hungerford, executive vice- 
president of the National Trust Con- 
pany Ltd., Toronto, was elected presi- 
dent for 1952, with J. W. Berry, gen- 
eral manager of the Guaranty Trust 
Company of Canada, Toronto, as vice- 
president. W. R. Scott was re-elected 
secretary-treasurer, and was elected to 
the same post in the new national as- 
sociation. 

In a report to the trust companies 
on pension plans, J. Fraser Coate, 
Montreal Trust Company, Toronto, 
pointed out that there are in Canada 


: about 1,500,000 potential employees 


available for pension plans, and that 
only about one million now come under 
group pension plans in various indus- 
tries and governments. He outlined 
the history and market for pension 
plan business in Canada, dealt with 
technical aspects and advantages of 
trustee pension plans, and stated that 
there is a potential market for from 
50 to 100 per cent of the pension busi- 
ness in force now. Companies with less 
than 500 employees offer the largest 
market. There would also be opportuni- 
ties in company profit-sharing pension 
plans. There were early this year about 
900 different pension plans in opera- 
tion in Canada with an average of 250 
employees per plan. 
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THE BOOKLET COUNTER 














These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead lo 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











Bank Questionnaire Manual... 
Here is a substantial, 54-page booklet 
that thoroughly covers the subjects of 
bank insurance and loss prevention. 
Published by a leading surety com- 
pany, the booklet discusses many prac- 
tical bank measures that can be taken 
to cut down or prevent bank losses 
through the fidelity hazard, the bur- 
glary and robbery hazard, and the 
forgery hazard. The suggestions of- 
fered cover virtually every aspect of 
bank operations. 


Negotiable Instruments . . . This 
is an outstanding booklet that defines 
and pictures the major types of negoti- 
able instruments and the terms that 
arise in their use. A booklet of this 
type would be excellent for employee 
training programs in banks or other 
financial institutions. 


Private Pension Funds . . . Here 
is an informative brochure on the 
planning and management of pension 
reserves. A brief background discus- 
sion to the pension problem is given, 
followed by sections that cover the 
advantages of pension plans to the 
company, the logical procedure in set- 
ting up a plan, and the most commonly 
used methods of financing these plans. 
The final section of the brochure deals 
with the management, distribution, 
and character of the pension fund, 
stressing the importance of common 
stocks in a pension portfolio. 


_ Watehing Service . . . For munic- 
pal bonds. This promotional leaflet 
describes a service intended to keep 
a bank or trust officer posted on im- 
portant information on the municipal 
bonds under his supervision. The serv- 
ice, which is provided without charge 
by a well-known brokerage company, 
tells the banker of changes in ratings, 
dangerously poor trends in tax collec- 
lions, poor earnings on bonds issued 
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by public authorities, and other im- 
portant data. 


Credit . . . A new tool in modern 
selling. This address, by a leading 
authority on credit-sales plans, dis- 
cusses the use of credit as a sales 
stimulant. Successful credit plans that 
have been set up for coal dealers, tele- 
vision servicemen, landscapers, and 
others are cited and a procedure for 
setting up manufacturer-dealer credit 
systems is suggested. 


Banks and Taxes ... In a pro- 
vocative speech, entitled “The Effect 
of the Excess Profits Tax on Com- 
mercial Banks,” a tax expert recently 
enlarged upon the inconsistencies of 
the tax laws that make banks subject 
to the excess profits tax although bank 
stocks are in most cases selling at sub- 
stantial discounts from book value. 
This reprint advocates a number of 
drastic government economies and 
suggests that a technical revision in 
the tax favorable to commercial banks 
may be or should be forthcoming in 
the future. 


Auditing Essentials . . . Designed 
for the use of bank directors, this little 
folder offers many practical sugges- 
tions through which directors can 
maintain their responsibility to de- 
positors, stockholders, and employees 
in assuring an accurate audit. 


School Savings System . . . This 
excellent brochure gives the complete 
details of the widely publicized school 
savings system in use throughout the 
schools of the city of Cleveland and 


Details on a top-notch program 
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sponsored by the Society for Savings. 
This bank has developed the school 
savings operation into an efficient and 
complete system that gives grade 
school students practical experience in 
bank methods and keeps the work of 
the bank to a minimum in maintaining 
an outstanding educational and public 
relations project. 


Bank Operation ... under wage 
and salary stabilization. Here is a 
revised edition of two excellent book- 
lets offered earlier in the year through 
the facilities of The Booklet Counter. 
Offered through the courtesy of The 
First National Bank of Chicago, these 
revised booklets give an up-to-date 
picture of the complex wage and salary 
regulations, the one booklet summariz- 
ing briefly both the wage and salary 
regulations with their official interpre- 
tations as they affect banks, and the 
other offering a large group of ques- 
tions and official answers on wage 
stabilization issues most pertinent to 
banking. * 


Doing Business in South Africa’ 
. . . The purpose of this informative 
booklet is to bring to the attention 
of the American business community 
the essential features of the South 
African economy, the conditions of 
doing business in the Union of South 
Africa, and the economic factors af- 
fecting business operations in the 
Union. The facts and figures on the 
standard of living in the Union are 
truly revealing as is the listing of 
major American concerns that have 
entered this market. 


Savings and Loan Associations... 
This interesting booklet gives a com- 
plete and readable account of the 
history of savings and loan associa- 
tions, their services, and their place 
in the community. Published by the 
National Savings and Loan League, 
the booklet will help to point up the 
oft-times misunderstood differences 
between savings and loan associations 
and commercial banks. 


Financial Facts . . . about savings 
and loan associations. Here is another 
informative booklet on the aggressive 
and fast-growing savings and loan 
business. This booklet, published by 
the United States Savings and Loan 
League, places its emphasis on the legal 
financial requirements, current assets 
and reserves, and the liquidity position 
of the nation’s associations. An inter- 
esting chapter is devoted to the safety 
factors of the home mortgage loan. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Interdepartmental Jeopardy 

A rewarding glimpse of two decades 
ago lies in store for the banker who 
will study the more than two score 
pages of the opinion, including an ac- 
countant’s Roman holiday, in a recent 
reverberation of the Associated Gas & 
Electric Company case in the U.S. Dis- 
trict Court for the Southern District 
of New York. It constitutes a classic 
fantasy of “must” reading for corpor- 
ate trust men by illustrating the risks 
attendant to being at once corporate 
trustee, investor, and lender. The Chase 
Bank had its Ageco loan paid off and 
certain of its investments therein ex- 
changed while the beneficiaries of the 
trust (the debenture holders) were 
waiting for their money. 

The trustee of Ageco, debtor holding 
company, brought an action against 
The Chase, which was the indenture 
trustee for debentures issued by the 
debtor, to recover money that had been 
loaned to the debtor by the defendant 
bank and that had been repaid. The 
action also sought to recover proceeds 
resulting to the bank from an exchange 
of securities, held by the defendant 
bank, for securities owned by a mem- 
ber of the system of which the debtor 
was a part. This was on the ground 
that the exchange was unfair to the 
subsidiary companies and that the 
transactions occurred when the debtor 
was insolvent or in imminent danger 
of insolvency, to the knowledge of the 
defendant. The Court found in favor 
of the bank. 

“Remember that the defendant was 
an indenture trustee, so that it could 
not favor itself over the debenture 
holders for whom it was a fiduciary. 
But the only way in which the defend- 
ant could have favored itself over the 
debenture holders was by accepting 
benefits to the extent of depletion of 
the estate to which the debenture hold- 
ers looked for payment. I think the 
facts belie any such finding of guilt 
pon the defendant’s part. Certainly 
it was not wrongful to accept payment 
of its loan when it was due, and, of 
course, it was not wrongful to be in a 
treditor relationship with Ageco in 
the first place. The trust indenture 
bermitted this. It was not apparent 
that the debenture holders for whom 
the defendant was trustee would not be 
Paid and I do not think that they were 
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obligated to conduct a valuation of 
Ageco’s assets merely to ascertain be- 
yond a doubt that there was no possi- 
ble peril in their actions.” 

Of considerable weight in the opin- 
ion of the Court were memoranda and 
reports emanating from the Invest- 
ment Service, Business Development, 
and Credit Departments of the Bank. 
These showed that while Ageco was 
actually insolvent, the bank was not 
aware of that fact and in fact new 
loans were under consideration at the 
time in question (March and May 1932 
and August 1934). Dabney v. Chase 
National Bank, City of New York, 98 
Federal Supplement, 807. 


e e e 


Joint Account Created 

The requirements for a successful 
joint survivorship bank account were 
discussed in a recent New Jersey case. 

The decedent, an elderly widow, had 
in her employ for a score of years a 
friend who was also a member of 
her household. 

Initially four bank accounts were 
in the decedent’s sole name. Then she 
changed three accounts from her in- 
dividual name into joint accounts pay- 
able to her or her friend. 

Both of them signed appropriate 
signature cards with the banks, by 
which it was contracted that the 
moneys on deposit were to be in their 
joint names as joint tenants, either 
having full power to draw any or all 
moneys on deposit, and on the death 
of one, the survivor was to take all. 

A fourth account was changed to 
read ‘“‘“Margaret Conle or William W. 
Steffen—Joint Account—Payable to 
either or the survivor.” Steffen was 
her nephew. She procured two signa- 
ture cards from the bank and she 
signed one; 
Mrs. William W. Steffen, who had ac- 
companied her to the bank, to take 
home for her husband’s signature. The 
signature cards were filed with the 
bank and contained the following con- 
tract: “Either joint owner may make 
withdrawals during their joint lives. 
On the death of either, the balance 
shall be the property of and may be 
withdrawn by, the survivor subject to 
New Jersey inheritance Tax law re- 
quirements. * * *” 


All four books were delivered to the 
friend. 
The executor claimed that the de- 
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posits in all of the accounts belonged 
to the estate because no valid gifts 
in praesenti (i.e. immediate) had been 
made to the plaintiffs who alleged that 
they were joint owners with a right 
of survivorship. 


New Jersey’s Superior Court found 
for the plaintiffs saying, 

“Neither the form nor the content 
of the account is, in itself, conclusive 
of the issue of title and ownership. 
Such interest (if any) as the survivor 
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has in the deposit derives from a gift 
inter vivos and not from a contract 
between the codepositors inter se; and 
a gift, in turn, derives its legal efficacy 
solely from the intention of the donor, 
A donative purpose is an indispensable 
requisite. * * * A gift of a bank deposit 
in terms either of common ownership 
or of joint tenancy is but prima facie 
evidence of an intention to make a 
gift in praesenti; and the writing 
succumbs to proof in quality sufficient J 
to overcome that presumption.” 

“A joint account, i.e., one entered 
to the credit of two individuals, is not 
inevitably to be recognized as inher- 
ently a joint tenancy where the moneys 
deposited belong solely to the one. 
Some fact or circumstance evidential 
of a donative intent must be apparent 
to warrant the inference of a_ joint 
tenancy. * * * when the account is 
opened in the following language ‘This 
account and all moneys to be credited 
in it belong to us as joint tenants and 
will be the absolute property of the 
survivor of us; either and the sur- 
vivor to draw.’ * * * there is a clear 
intent to make a gift in praesenti.” 

And with regard to the Steffen ac- 
count, while delivery is essential to 
the validity of the gift, the delivery, 
said the Court, is good if made to 
another for the donee. (Steffen v. 
Joerg, Crystal v. Joerg, 85 Atlantic 
Reporter, 2d series, 218.) 
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Prepayment Premium 
Not Interest 

Is a prepayment privilege charge 
made by a lender in return for the 
borrower’s privilege of prepaying a 
loan to be considered as interest under 
a usury statute? The New York Court 
of Appeals answered in the negative. 

A loan of $15,000 evidenced by a 
bond was secured by a mortgage in 
March 1949. A monthly payment of 
$159.10 was to be applied first on ac- 
count of interest on the unpaid balance 
at 5 per cent per annum, and the re- 
mainder on account of principal. Pay- 
ments were to continue until April 
1959 when the entire unpaid balance 
was due. Plaintiff borrower refinanced 
and offered to pay off the loan in 1950, 
but defendant lender refused to accept 
payment and give satisfaction unless 
plaintiff paid a “prepayment privilege 
charge” of $2,000. Plaintiff paid and 
then alleged that the “compulsion, 
coercion and duress” in order to ob- 
tain the satisfaction constituted usury. 

The lower court agreed with him, 
the Appellate Division agreed with the 
lending savings bank, as did the Court 
of Appeals. 

The prepayment was voluntary and 
was not in consideration of the mak- 
ing of a loan or a forbearance of 
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money. Since it was not a payment of 
interest it could not be the basis of a 
claim of usury. And in no way would 
there be usury if the payments on ac- 
count of interest did not aggregate a 
sum greater than the aggregate of in- 
terest that could lawfully have been 
earned had the debt continued to the 
earliest maturity date. Daniel Feld- 
man, Appellant v. Kings Highway Sav- 
ings Bank, Respondent, 102 North 
Eastern Reporter, 2d Series, p. 835. 
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Criminal and Civil 
Usurious Fees 

The distinction between “criminal” 
and “civil” usury in Florida was re- 
cently discussed by its Supreme Court. 

The bond and mortgage had a face 
amount of $2700 with interest at 6 
per cent per annum payable $45 per 
month for 35 months. In a foreclosure 
suit instituted four months after exe- 
cution of the bond the defense of usury 
was raised because the borrower actu- 
ally received only $2,100, the remain- 
der was costs including a “lender’s 
commission” of $93.14. The lender 
had no authority to charge a commis- 
sion for placing his own mortgage. 

The Florida code subjects to crim- 
inal penalty one charging more than 
25 per cent per annum interest as well 
as providing for forfeiture of principal 
and interest. It also provides that 
anyone taking interest greater than 10 
per cent per annum, “either directly 
or indirectly,” forfeits double the 
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plicable to all banks for all time to 
come is likely to be fruitless. We strive 
constantly to raise the capital ratio of 
the whole banking system, realizing 
that the place to start is with the in- 
dividual banks whose capital accounts 
definitely need bolstering. It is far 
more helpful to seek out the banks 
whose capital accounts definitely re- 
quire attention than to promulgate 
arbitrary standards for bank capitali- 
zation. Each bank is an individual case, 
and the treatment should be calculated 
to remedy the particular difficulty.” 

In the case study of 130 member 
banks, in which the Federal Reserve 
Bank of Chicago found most of them 
bel »w Supervisory screening standards, 
it was denied that this finding proved 
tha ° banks generally are in an insecure 
tapital position. “Both bankers and 
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amount of interest so received. In 
other words usury may be criminal or 
civil. The fact that the acceleration 
clause, which operated in this case, 
might throw the payment into the 25 
per cent bracket did not constitute 
criminal usury; because the lender did 
not “wilfully and knowingly” make the 
charge he could not count on the ac- 
celeration operating. The Court re- 
fused to make criminally usurious that 
which was only civilly usurious in its 
inception, at least in this case where 
the lender chose not to recover the 
full face value of the note, but only the 
amount actually loaned. Ayvas et ux 
v. Green, 57 Southern Reporter, 2d 
Series 30. 


® ® e 


Garnishment and Mirrors 

In garnishment proceedings by a 
creditor against the National Boule- 
vard Bank of Chicago the judgment 
debtor corporation transferred its 
bank account to another corporate 
entity. 

The Appellate Court of Illinois held 
that the fact that there was no physi- 
cal act evidencing formal transfer of 
the primary corporate debtor’s bank 
account to the altar ego corporation 
would not prevent garnishment of such 
account if the two corporations were 
identical and the existence of one 
served only as a means of permitting 
the other to defraud its creditors. 
Kuttner & Kuttner, Inc. v. Career 
Studios, Inc., 104 North Eastern Re- 
porter, 2d Series, p. 122. 


BANK CAPITAL 


supervisory authorities are recogniz- 
ing an increasing number of other fac- 
tors which must be considered in de- 
termining capital adequacy,” said the 
Reserve Bank. “The basic quality of 
loan and investment holdings, the prov- 
en capabilities of bank management, 
and the present and prospective level 
of business activity can have a pro- 
found effect upon the strain or lack of 
strain, which bank capital can be ex- 
pected to face. Such factors are care- 
fully appraised in any bank, and it is 
they, rather than the level of capital 
ratios, that primarily determine the 
final supervisory position in regard to 
banks falling below the ‘screening 
standards.’ The latter are essentially 
administrative tools, not minimum 
requirements.” 

Nevertheless, as Guaranty Trust 
Company of New York has pointed out, 
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bankers and supervisors realize that 
the decline of the capital ratio cannot 
safely be allowed to continue indefi- 
nitely in the future as it has done in 
the past, and that whether the present 
over-all average is too low or not, it 
will eventually become so unless the 
long-term downward trend is halted. 
This raises the fear of a capital strait- 
jacket of rigid statutory standards un- 
less the capital structures of individu- 
al banks can be built up under the 
present voluntary methods. And, the 
answer to the problem appears to hinge 
largely on the future prospect of more 
favorable net earnings. 


HE New York State Bankers Asso- 

ciation report clearly states this 
viewpoint. The committee concludes 
that in its study of risk asset ratios it 
was dealing with a “mere superficial- 
ity” of the banking situation. “The 
fundamental issue before State bank- 
ers today is adequate bank earnings,” 
says the report. “What is needed is a 
general level of bank earnings in this 
State sufficient to make bank stocks at- 
tractive to investors. With our present 
earnings we have small chance of at- 
tracting additional bank capital in any 
volume. As a result and aggravating 
the situation, banks have been forced, 
as a general rule, to severely restrict 
dividends, in order to generate addi- 


tional capital internally. Thus, a 
vicious circle is set up . . . low earn- 
ings, inability to sell additional capital 
stock, making necessary a subnormal 
percentage of dividend pay out to earn- 
ings and as a result, bank stocks selling 
at a wide discount from book value. 
The real long-term solution to State 
bank capital problems must await the 
establishment of an adequate earnings 
base for State banks.” 

It might be expected. that heavier 
demand for loans at higher rates would 
solve the earnings problem. Admitted- 
ly, gross income has shown considera- 
ble improvement, with some particu- 
larly sharp gains being reported for 
the first quarter of 1952. The hope for 
rather sizable additions to capital ac- 
counts would be bright, except for the 
particularly heavy impact of taxes on 
the banking system. To emphasize 
this, President Helm of Chemical Bank 
has cited the case of one of New York’s 
largest banks whose earnings before 
taxes and reserves increased $1.52 per 
share in 1951, but only 8 cents of the 
additional income was available for 
stockholders. In Chemical’s case, net 
operating earnings before taxes in 
1951 increased $1.75 a share but, after 
provision for taxes, only 41 cents a 
share was retained for the shareholder. 
For 12 leading New York City banks, 
net current operating earnings before 
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taxes rose 29 per cent in 1951, but as 
a result of much larger tax reserves 
the net gain after taxes was held tc 8 
per cent. This boost, while mildly 
gratifying, was not sufficient to allevi- 
ate materially the capital problem. 
Thus it is that the efforts of organ- 
ized banking are being strongly direct- 
ed toward obtaining special tax relief, 
largely on the basis that the new rates 
fall with unusual severity upon the 
banking system at a time when capital 


accounts should be further strength- ° 


ened. It is being explained that, be- 
cause of the low rate of earnings dur- 
ing 1946-1949, it is not feasible for 
most banks to use the percentage of 
base period earnings in determining 
their excess profits taxes. That instead, 
they calculate their “‘excess” profits on 
the invested capital base. Guaranty 
Trust Company of New York has 
pointed out that this latter method also 
has its disadvantage because of the un- 
usual capital structure characteristic 
of the banking business. The law per- 
mits corporations in general to include 
75 percent of their borrowed funds as 
part of invested capital, in making 
their income tax calculation. The bor- 
rowed funds of banks, however, con- 
sist almost exclusively of deposits, not 
recognized as borrowed capital funds 
for tax purposes. 


LSO, under the invested capital 
method the “normal” income sub- 

ject to regular taxes is defined at 12 per 
cent of the first $5 million of invested 


| capital, 10 per cent of the second $5 
| million, and 8 per cent on all above $10 


million. After regular taxes of 52 per 
cent, in the case of each of these capi- 
tal brackets, the allowed return before 


| excess profits taxes is $5.76, $4.80 and 


| $3.84, respectively, per $100 of stock- 


holders’ investment. Bankers have 
raised the question as to why any busi- 
ness, especially one that lacks high- 
ly speculative earnings possibilities, 
should be confronted with an excess 
profits tax when earnings have reached 
only 3.84 per cent of invested capital. 

To what extent are banks thus af- 
fected by EPT? The Board of Gov- 
ernors of the Federal Reserve System 





recently distributed confidential ques- 
tionnaires to a sampling of insured 
commercial banks, to determine the ex- 
tent of the tax impact on bank earn- 
| ings. Preliminary estimates based on 4 
| partial tabulation of the data indicate 
| that about 26 per cent of insured com- 
| mercial banks incurred excess profits 
| taxes in 1950 and about 21 per cent In 
1951. Capital accounts of the banks 
in the excess profits tax bracket 10 
1951 are estimated to be about 3,500 
million dollars or 30 per cent of total 
capital accounts of all insured com 
mercial banks. It is believed that more 
banks would have been subject to EP! 
in 1951 except for the fact that ™ 
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many cases bond losses reduced the 
tax base. And, it is commonly antici- 
pated that an increasing number of 
banks will be hit in the future. 

Granting this, and also accepting 
the fact that banks have an inadequate 
base period experience, and the excess 
profits tax credit on invested capital 
is too low, there remains the question 
as to what can be done to alter the 
situation. 


HERE is little hope that, in the 

light of current budget demands, 
Congress will repeal the excess profits 
tax or vote to exempt banks from it. 
However, there are other relief possi- 
bilities. 

One would be to create a new earn- 
ings base period, an artificial base 
period. This is done in the case of 
corporations that have had abnormal 
experiences such as fires, floods, 
strikes, etc., during the regular base 
period. 

The banks might ask for a rectifica- 
tion of the invested capital credit as 
applied to banks. For instance, they 
might contend that the invested capital 
credit should be figured after normal 
and surtax, instead of before normal 
and surtax, so that the 12, 10 and 8 
per cent credits would have consider- 
ably more meaning than they do now, 
when they must be reduced by 52 per 
cent. 


It has also been suggested that 
banks could ask for a flat rate of earn- 
ings, say 6 or 7 per cent after taxes. 
This would be similar to the special 
tax consideration accorded to certain 
industries, such as railroads and utili- 
ties, that are under strong regulation. 

President Helm of Chemical Bank 
in this connection observes that sav- 
ings banks and insurance companies 
also have special tax treatment. He 
adds: “Commercial banks should have 
some real relief in the form of exemp- 
tion from any excess profits tax, or at 
least should have a 12 per cent or even 
15 per cent exemption based on the full 
amount of invested capital plus an al- 
lowance on borrowed capital. Why 
should not at least some percentage of 
deposits be considered as borrowed 
capital?” 


CCORDING to Washington sources, 
the Joint Committee on Internal 
Revenue Taxation, a research unit un- 
der Colin Stam without legislative pow- 
ers, is sympathetic to the idea of allow- 
ing banks to consider a portion of their 
deposits—perhaps just their time de- 
posits—as “borrowed capital” in figur- 
iny their allowable profit before the ex- 
cess profits tax is applicable. However 
the capital observer warns banks not to 
look for any action this year. “For one 
thing,” he explains, “the Federal Re- 
Serve tax study is nowhere near com- 
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pleted. It will take months to com- 
plete the tax analysis in a workmanlike 
manner. It must be done with probity 
and thoroughness, for the Ways and 
Means Committee can detect ex-parte 
“research” as unerringly as a blind 
man spots a lead quarter. 

“And secondly, the months preced- 
ing a general election aren’t the polit- 
ically appropriate time to tinker with 
tax laws. For even if all the adjust- 
ments are reductions, there will be 
complaints by those whose competitors 
got tax relief while they didn’t.” 

Bankers urge that increased net 
profits after taxes are needed not only 


to provide a higher rate of capital ac- 
cumulation from retained earnings, 
but also to attract additional outside 
capital. 

This aspect of the bank capital situ- 
ation, the possibility of attracting ad- 
ditional outside capital, as well as the 
case for preferred stock, ways of 
creating a wider acceptance of bank 
shares, and importance of the subject 
to the national economy, particularly 
in connection with banking’s ability to 
finance a growing economy, will be dis- 
cussed in a succeeding installment to 
be published in the June issue of Bur- 
roughs Clearing House. 
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INSTALLMENT LENDING 


(CONTINUED FROM PAGE 33) comania on the windows or doors of 
most spectacular success has been in their firms. 
the building field. We have 100 per It happens that our bank is situated 
cent of the local dealers who originate on a wedge-shaped street intersec- 
FHA Title I business, and all of them’ tion, and the public named us The 
display our bank’s symbol in decal- Wedge Bank years ago. We play up 
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this spontaneous nickname in all news. 
paper, outdoor, radio and other adver. 
tising and promotion. We have a 
wedge symbol which is used on all lit- 
erature, and we refer to our install- 
ment credit as The Wedge Plan. 

We equip dealers with helpful mate- 
rial in convenient form. Pocket pads 
of credit applications, completion cer- 
tificates, and other essential forms are 
examples. There is a small, compact 
pocket table of our charges. 

Monthly we mail out our Install- 
ment Credit News Letter. This gen- 
erally is two typewritten pages run off 
on a duplicator. Through it we pass 
along any helpful methods we have re- 
cently picked up, and comment on 
changing credit and sales conditions, 
Naturally, we also use it to promote 
our business. 

Our most recent news letter, for ex- 
ample, announces May 3 as the date 
of our next cooperative advertising, 
and invites dealer participation. Semi- 
annually the bank advertises its in- 
stallment credit purchase plans. Many 
dealers place their own advertisements 
in the same issue, tying in with our 
copy by using the wedge trademark. 
We do not, however, want too many 
such advertisements on the same page 
with ours, and consequently the issue 
carrying our cooperative campaign has 
Wedge Plan dealer insertions scattered 
all through the newspaper. 


ECENTLY we have added and ad- 

vertised a Medical-Dental-Hospi- 

tal plan which we explained before 

meetings of the local professional soci- 

eties. Doctors, dentists, and both local 

hospitals now are equipped with our 
credit forms. 

They take the application, telephone 
to the bank, and get an answer any- 
where from instantly to a maximum of 
two hours for local residents. If the 
application is not acceptable, we do 
not hesitate to ask the professional 
man to sign as endorser; he then is no 
worse off than with an unpaid bill, and 
the bank always has a better chance 
to collect a marginal amount from 4 
patient than has the doctor. Thus we 
are able to accept 100 per cent of all 
M-D-H paper offered to us through 
professional men whose own credit is 
good. 

At the same time that we begal 
soliciting orders for indirect business 
back in 1946, we also undertook an ag- 
gressive advertising effort to obtain 
direct business. The bank had long 
been a consistent advertiser. It 
promptly began using more than half 
of this advertising effort to build uP 
the installment loan department. Be- 
sides this, for about two years we ral 
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daily a newspaper classified advertise- 
ment one column by four inches giv- 
ing a full table of our rates and terms. 
This paid; every day people came in 
with information they could have ob- 
tained nowhere else. 

For a full understanding of the re- 
sults that our installment loan depart- 
ment has achieved, it is necessary to 
know something of the bank and com- 
munity. Our institution has $13,000,- 
000 totals. Alton has 32,000 people 
by the census, but actually there are 
71,000 in Alton and adjacent industrial 
suburbs. Industrial workers are an 
ideal public for developing installment 
loan volume. 

By the end of our first year the de- 
partment had made 1,277 loans for a 
total of $593,974.88, averaging $465.13. 
Outstandings at the end of that year 
were $366,119.78. Charge-offs were 
$835.03, or 0.14 per cent. 


Our loans now liquidate at a daily 
average between $12,000 and $15,000. 
Earnings from the operation have 
been excellent throughout. 


Y 1951, however, business was 

showing a tendency to level off. 
Searching for a reason, we decided 
our interviewers perhaps were becom- 
ing unduly conservative; the force had 
grown to three units, each with a man 
and a girl assistant. Each unit is 
autonomous and handles its own ap- 
provals, disbursements, and collections. 
To test our suspicion, we ruled that 
thereafter, while any unit can make 
any loan it approves, before disap- 
proving any application it must turn 
this over to a second interviewer for 
consideration. Thus it takes two in- 
terviewers to turn down an applica- 
tion. If the second man likes the loan 
and cannot convince his colleague, they 
bring it to me for decision. This does 
not happen very often any more. The 
interviewers say they are more careful 
now about saying “No.” Volume took 
a nice turn upward, and percentage of 
charge-offs has not risen. Today we 
are granting better than 95 per cent 
of all loans applied for. 

On January 15, 1952, we made our 
30,000th installment loan. A young 
couple came in for $150 to pay medical 
expenses; they were previous custom- 
ers, and the loan was made immedi- 
ately as a routine deal. Then things 
began to happen. First Vice-Presi- 
dent Lawrence Keller, Jr., handed 
them the check, while flash bulbs ex- 
ploded. Then President William C. 
Gschwend stamped the note “Paid,” 
and handed it back. 

That ceremony, to an extent, typi- 
fied an attitude that pervades the 
thinking already referred to about cus- 
tomer relations and direct business. 
Operating direct forces a constant rec- 
ognition that customer satisfaction is 
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important—more important, we sus- 
pect, than achieving the lowest possi- 
ble loss percentage. A good many 
dealers have come to us with their in- 
direct paper because of recommenda- 
tions made to them by satisfied cus- 
tomers who had done direct loaning 
with us. If we had originally decided 
to confine ourselves to either direct or 
indirect, we would have far less vol- 
ume than we have today. And in this 
business, you either get volume or else 
you had better get out. 

Direct business is far better adapted 
to sound types of loan promotion than 


indirect. For example, we do a lot 
of consolidation loaning, which we 
could not do if the applications came 
through dealers. Frequently an ap- 
plicant comes in search of a small loan, 
say $150 for a specific purpose. In 
the course of the interview, we dis- 
cover that he has assorted tag-ends of 
debt—perhaps $100 still due on his 
automobile, $50 worth of doctor and 
dentist bills, something else on the tele- 
vision set and the electric stove. Any- 
one in that shape is a dubious credit 
risk, because he is vulnerable from so 
many directions. We are inclined to 
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offer him the opportunity to consoli- 
date all of this debt in a single loan 
with us, and to make this a condition 
of granting him the new sum that he 
has applied for. So he borrows $400 
or $500 from us, pays off all his mis- 
cellaneous indebtedness, and has the 
situation in shape to pay off systemat- 
ically without opposing pulls. 


ee whose entire training is 
in commercial loaning incline to 
become exasperated, if not emotionally 
upset, at the borrower who does not 
make his time payment by the stipu- 
lated date. This may be a reasonable 
expectation in dealing with a business 
man who has complete control over his 
own time and who handles a sufficient 
quantity of funds so that he can ma- 
nipulate the flow to meet his obliga- 
tions on the due date. But the indus- 
trial worker may have to take a night 
shift without advance notice and 
therefore sleeps through the next 
day’s banking hours. 

Do not get the idea that we en- 
courage borrowers to let their pay- 
ments run over. But we recognize that 
in a large volume of installment loans, 
there always will be a few brief and 
temporary failures to put the money 
on the barrelhead. We have a system 
of follow-ups designed to remind the 
delinquent that we expect him to come 
in bringing his money. Actually, we 
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do not get excited even after more 
than a few days have elapsed. When 
the unit that made such a loan fails 
to bring in the money promptly, the 
account is turned over to our colle:- 
tion specialist. 

We do not call him a collector, how- 
ever. He is named more truly, an 
adjustor. His approach to the past- 
due borrower is, “I’m here to see you 
about your installment that was due 
last week. Something has happened 
between the time that you made the 
loan and now, and I’m here to adjust 
_ 

Our man’s approach is not hypocrit- 
ical. We want him to work out with 
the delinquent borrower a method of 
adjustment which will permit the 
borrower to go along paying regularly 
without further calls, even though this 
may mean reducing the size of the pay- 
ment and increasing the term. This is 
far better than extracting the overdue 
payment, but leaving the loan in such 
shape that we have to go out in pursuit 
of the next payment, and the next, and 
so on. In installment credit parlance 
that is known as a milk route, and 
there is no money in milk routes for 
an installment lender. Our adjuster 
spends only about three hours a day 
out of the bank, in adjusting the 
troubles on 10,000 outstanding ac- 
counts. This gives an index of the rela- 
tively prompt payments that we en- 
counter. The rest of the adjuster’s 
efforts are put in by telephone because 
that seems adequate. 


ONSIDERATENESS is the key- 
note of our entire procedure, from 
the first interview to the eventual pay- 
ment of the note. It is significant that 
we have the outlet for our bank music 
set louder than normal in the lobby of 
the installment loan department, and 
have turned off the music outlet over 
the interviewing desks. Thus, the loan 
applicants and the interviewers are 
able to hear one another when speak- 
ing in low voices, and those waiting in 
the lobby cannot hear their conversa- 
tion. 

We hold periodic staff meetings at 
which we train all installment loan de- 
partment personnel in handling cus- 
tomers. We show them just how to 
welcome the applicant, and then let 
them show us just how it should be 
done. We supply methods of phrasing 
the ordinary give-and-take of a credit 
interview so that the applicant senses 
our basic willingness to say yes if he 
makes it possible for us. We teach 
our people, in brief, how to put it up 
to the customer so that he is pleased 
by a friendly reception throughout, 
and so that he gets an opportunity to 
tell us the things we want to know 
without waiting for us to quiz him 
directly. 

We have 12 people handling 10,000 
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installment accounts. Our most suc- 
cessful people in the department had 
no previous experience in this field. 
More importantly, they had the tem- 
perament and the personality for the 
work. In our six years, time has shown 
us that the people who make good in- 
stallment credit workers deserve good 
salaries, and we maintain a fair scale. 

To sum up, in the early days we 
failed to recognize that we had been 
extending personal credit on the in- 
stallment basis, simply because we 
did it informally and did not think of 
it in those particular terms. It was a 
necessary credit service to the com- 
munity, which is why we were doing 
it really in spite of ourselves. By 
formalizing the operation and recog- 
nizing it, we set it up so that it could 
be expanded to its proper place to do 
the most for the public and the bank. 

Our experience has been good. And 
we hope to make it better, meanwhile 
expanding it, by handling it within the 
time-tested rules that are known to 
most installment credit lenders. 
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EMERGENCY RECORDS 


(CONTINUED FROM PAGE 35) 


leave our main office for the storage 
point on a once a week schedule. In 
case a crisis seems imminent, duplicate 
records shipments could be easily ac- 
celerated for greater protection. 

While most of our records are dupli- 
cated by microfilming, the all-impor- 
tant journal sheets are made up in car- 
bon duplicate at the time of posting 
and place of origin. The original copy 
is filed in the office vault and the dupli- 
cate is forwarded to our main office 
with the microfilm spools for ship- 
ments to the storage point. 

Our storage facilities are in the 
quarters of one of our correspondent 
banks, well outside the area of metro- 
politan Detroit. The stored duplicate 
records are given every practical pro- 
tection, just as the originals in our 
Detroit offices. Should reconstruction 
of records ever become necessary, we 
would need equipment and supplies at 
the point of storage to complete the 
work. Consequently if a crisis appears 
imminent, we plan to use our address- 
ing machine plates to print up a dupli- 
cate set of blank ledger and statement 
forms for our commercial and special 
checking accounts. These forms will 
be stored with the emergency records, 
and sheets for all new accounts made 
up and sent to the storage point. 

Naturally, microfilm duplicates will 
require microfilm readers in the recon- 
struction process. Since equipment of 
this type might be at a premium after 
a bombing raid, we will also store an 
extra reader with our records. The 
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microfilm readers in our offices are 
given vault protection day and night. 
Cameras are removed from the micro- 
film units and stored in the vault over- 
night, along with any undeveloped film. 
All unduplicated work in process is 
treated in the same way. 

We have worked up a schedule of 
records that are to receive maximum 
protection and are stored in the vault 
at all times except when in actual use. 
If and when there is an air raid alarm, 
there would be a minimum of material 
to be taken to the vault. At the first 
sounding of an alarm, all transactions 
in the bank will cease. Without delay, 


cash, securities, notes, checks and de- 
posits and any other work in progress 
will be gathered and placed in the 
vault. cameras will be removed from 
microfilm machines and put in the 
vault. The same procedure is to be fol- 
lowed as for night protection. 

Our records protection program is 
capable of being speeded up to the 
point where basic records would be 
duplicated at much shorter intervals 
in case the international situation be- 
comes acute or there appears to be a 
definite danger of bombing. The work 
of reconstruction would be greatly sim- 
plified since there would be fewer 
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items to be posted to the new records. 
The time-of-duplication designations 
on the basic records check list were de- 
termined on a basis of record import- 
ance and usage. Using the same check 
list, it would be a simple matter to 
speed up the duplicating schedule. 

It is the duty of each officer, branch 
manager, and department head to fol- 
low up on the use and fulfillment of the 
requirements in the two records pro- 
tection check lists. These lists keep the 
supervision, as well as the work rou- 
tine, to a bare minimum. 

To date, the heavy. volume of micro- 
filming in our bank has not been under- 
taken with an eye to saving, storage 


space, one of the chief advantages of 
the microfilming technique. Since the 
Wabeek State Bank of Detroit is reia- 
tively young (established some 14 
years ago) we have not as yet been 
pressed for space for accumulated rec- 
ords. So far, protection against emer- 
gency has been our major consideva- 
tion in developing the program of rec- 
ord duplication. It is apparent that at 
some future date our microfilm equip- 
ment will be of good service in reduc- 
ing our record storage problems. In 
the meanwhile, we have the solid as- 
surance that man-made or natural ca- 
tastrophes are not likely to put us out 
of business. 


SPEAKERS’ BUREAU 


(CONTINUED FROM PAGE 38) 


er, time and place of meeting, dress, 
size, and age of audience, time allo- 
cated to speaker, and suggested sub- 
ject. This card is then forwarded to 
the representative of the bank respon- 
sible for providing a speaker. It is 
then up to him to designate the officer 
who will deliver the address. When 
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this has been decided, the card is 
returned to the Bureau headquarters, 
and the Chairman sends background 
information on the speaker to whoever 
initiated the request. 

The Speaker then writes his speech, 
and while the policy of each bank 
differs slightly, most speeches are ap- 
proved by the President or a senior 
bank officer before being delivered. 
When the speech is cleared, two copies 
are sent to the Chairman of the Public 
Relations Committee, who places one 
in the central file, and releases the 
second copy to the press prior to the 
engagement. 

If nothing else has been accom- 
plished, we have at least presented an 
organized front to the public, and it 
is a gratifying experience to most of 
us to work cohesively in a community 
project of this sort. 

The public has come to look to the 
community banker for leadership, and 
in Mobile, at least, the occasions are 
few when we fail to grasp the oppor- 
tunities before us to speak on the sub- 
jects that are vitally important to all 
of us,—a sound economy, good govern- 
ment on all levels, and freedom to 
speak as we think. 


@ e * 


MR. CLUTCHBILL 


(CONTINUED FROM PAGE 39) 


“Hm’f, over the line at the moment. 
You’ll have to be careful.” 

Sam nodded. “It’s come to a family 
fight. Look a’here! guess I’m a poor 
trader. You’ll have to come with me. 
My family has done a lot of business 
with this bank in more salubrious 
days.” 

Mr. Clutchbill felt suspiciously of 
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his grey goatee. “I dunno if I should 
meddle.” 

“Yes, you’ve got to come.” Sam put 
his hands in his pockets and stretched 
out his legs as though parked for the 
entire day. 

“It might run into an unusual ex- 
perience. And—um, yes it would be a 
prime loan if it sugared off,” muttered 
the old director with growing interest 
in his grey eyes. 

“T’ll pay the bill. I’ve got enough 
left for that. We can go by rail and 
bus. Make it tomorrow.” 

“Hm-m, I dunno. You say your 
cousin is rich?” 

“Plenty!” 

“And at present is in a fancy place 
over the line.” 

“Uncle used to think it was fancy.” 

“Hm’f; I’ve never been thrown out 
by a butler.” Mr. Clutchbill got up 
and looked out of the bank window. 
“Awful dead around here. Maybe I'll 
go.” 

Samuel Watkins scrambled suddenly 
to his feet. “On the 9:15. I’ll wire him. 
We can get there by afternoon.” 

“Don’t say I’m coming,” cautioned 

Mr. Clutchbill. 


HE next morning the old director, 
dressed in the decent black of an 
undertaker, stood on the village rail- 
way platform. Between his feet was 
a little yellow valise carrying his night 
things and implements of war. At his 
side leaned the young Samuel Watkins 
listening for the first hoot of the ex- 
press. 
At one o’clock they might have been 
seen weaving their way through the 


imagine it is a small village where we 
are going. He’ll get into your cousin’s 
house before we can.” 

After bounding along another twen- 
ty miles the bus capped a rise of land, 
then coasted down and stopped beside 
a low tavern. 

The bus having emptied itself, Mr. 
Clutchbill stood looking around the 
hamlet with its neatly clipped cedar 
hedges leading down to the broad 
silver ribbon of the Ottawa. 

The slim passenger with the brief- 
case was already stalking with know- 
ing legs up a lane beside the river. 

“Where’s cousin Hector’s lodge?” 






















asked Mr. Clutchbill suddenly eyeing 
the departing passenger. 

“T’ll duck into the tavern and find 
out,” said Sam. 

A few moments later Sam returned 
with the information cousin Hector’s 
lodge was the first large house only a 
short distance up the river road. 

Owing to the bends of the lane, the 
slim individual with the brief-case was 
already out of sight when the two men 
began passing the hedgerow bordering 
the way. 

“There it is!” suddenly announced 
Mr. Clutchbill as they rounded a bend 
disclosing a long rooftree running 








throng in the long concourse of a ter- | 


| WAS GOING TO TELL BILL HE HAD LOST THE ORDER 


minal in a metropolis to the north. 
Another fifteen minutes saw them 
seated among a few passengers in a 


bus which bore in bold letters across | 


its front, “Ville Chasseur.” 
“Starts off brilliant,” gushed Sam 
as the bus got under way. 


| 


“A little too smooth. A tomahawk is | 


already hanging over us.” 

“Eh? . .. where—what do you 
mean?” 

Mr. Clutchbill leaned close and whis- 
pered. “Did you ever see that fellow 
before who is sitting down in the front 
seat of the bus?” 

Sam screwed his optics on the slim 
individual for a moment. “Say, wasn’t 
he on our train on the way up?” 

The old director nodded. “Both he 
and his brief-case. He has looked us 
over a little too curiously and too long 
Several times.” 

“What do think is up?” 

“In my opinion he is a lawyer... 
your cousin Hector’s. Looks to me as 
though your cousin has hailed him up 
here in case things get rough.” 
“Anything we better do?” 

The old director shook his head. “I 
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When I walked into Bill's office to return his designs, I had just about 
decided to give the business to his competitor. While we talked I did 
some looking around. Pretty soon we were shaking hands on the 
contract... and I felt I'd been smart to give the job to his company. 

Afterwards, I asked myself: what sold me? 

The facts and figures were right.of course—but the competition's 
quotations were right too. I believe what really clinched the deal was 
the atmosphere of Bill's office—the air of competence and efficiency. 
It looked well organized—like a place where a job would be done well. 

“Y and E” equipment is both attractive and efficient. It helps you 
sell yourself... get the order... and get things done. 

“Y and E” offices are designed for success. 
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across a tree-latticed horizon. 

Before getting too near the old 
director stopped, and with a tingling 
sensation that always attends unknown 
sails, surveyed the situation. 

“Bigger than I thought,” uttered 
Sam. 

“Yeah,” nodded Mr. Clutchbill, 
“looks to me like a manor house of 
the old days restored for modern 
living.” 

An atmosphere of age-old patience 
and peace was draped over its ancient 
stone walls. It seemed as though a 
coach-load of Norman colonists was 
about to arrive for luncheon, and save 
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Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 
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that the ale might have an unfamiliar 
label they would never guess they had 
been dead for three hundred years. 

‘“Hm-m, seems too tranquil. I won- 
der how we’ll come out,” muttered the 
old director. “Hidden faces often look 
out of windows which seem asleep on 
a pile of memories,” he added suspi- 
ciously. 

Shortly they went under a cedar 
arbor, and the regal old stone build- 
ing suddenly regarded them in open- 
faced wonder. 

Standing on the broad doorstep be- 
side Mr. Clutchbill, Sam squared him- 
self and reached out a hand to the 
bronze knocker. A brazen, hollow clat- 
ter echoed over the great door. The 
two callers waited in the stinging 
silence. Then it came; methodical, 
muffled footsteps. The door opened re- 
vealing a small, elderly man in striped 
trousers. 

Sam pointed his freckled face and 
Wellington beak solemnly at the man. 
“T am Samuel Watkins,” he intoned, 
“and this is my companion, the Honor- 
able Aaron Clutchbill. Is cousin Hector 
at home?” 

“Yes, yes, come in, gentlemen.” 

The two men walked into a reception 
hall. 

“May I take your hats, gentlemen?” 

Mr. Clutchbill and Sam watched the 
man hang the hats on a rack under 
a pair of slim-bladed rapiers attached 
to the wall for a decoration. 

“Please step in, gentlemen,” invited 
the man softly, opening a door on the 
left. “Mr. Hector Watkins is awaiting 
you.” 

Sam nodded gravely, slowly adjust- 
ing his tie and waiting till the man 
servant retired. 


’ 


R. Clutchbill in the interval peered 
around the door frame they were 
to enter. A large drawing room ran 
across to french windows, level-footed 
with a lawn, revealing afar off the glow 
of flowers. A grand piano stood back at 
the left. And suddenly Mr. Clutchbill’s 
grey goatee rose and hung as motion- 
less as a poised spear at an object 
beyond the piano. It was the profile of 
the slim individual with the brief-case 
who had come over on the bus. 
“Sh-h!”hissed the old director to 
Sam. “You go in... I’ll follow in a 
moment.” 
“What’s up? Where you going?” 
whispered Sam. 
“T’ve got work to do. 


” 


.. get along 
in 


When Sam was lost to sight beyond 
the door Mr. Clutchbill stepped silently 
to the hat rack and glanced above it. 
In a twinkling he stretched up and 
wrenched from their mooring the two 
decorative rapiers. He looked around 


the door’s edge. Introductions ap- 
peared completed in the drawing room, 
for he could see the slim individual 


seated again behind the piano. 

Abrubtly the old director bust!ed 
into the room, hurried to a divan near 
the french windows, and dropped the 
rapiers with a sinister clatter. In- 
stantly, without looking to left or 
right, he picked up a rapier, bent its 
blade into an arc and listened to it 
professionally as it sprung upright 
with an angry buzz. 

Out of the corner of his eye Mr. 
Clutchbill caught Sam and a new indi- 
vidual who so resembled him he knew 
it to be cousin Hector. They had sud- 
denly risen beside their chairs. The 
old director moved quickly over and 
started to remove Sam’s coat. 


MUFFLED sound arrested his 
hands. He twisted around. A 
shadowy figure with a flying brief-case 
was leaping through one of the open 
french windows. The figure skidded 
round a bend on the lawn and dis- 
appeared. 

Another flutter of motion in the 
room divided Mr. Clutchbill’s atten- 
tion. Cousin Hector was now behind 
the piano and also behind the chair so 
recently vacated by the visiting law- 
yer. 

“Here... here!” squalled a family 
voice that might have been Sam’s be- 
hind the piano. “A duel! ... duels are 
illegal!” 

“Family differences have been so 
adjusted in the past between gentle- 
men of high family,” whipped out Mr. 
Clutchbill. ““Let’s get going. Best man 
wins.” 

“No-o-o!!” Cousin Hector gripped 
the piano with both hands. 

Mr. Clutchbill bent suddenly, opened 
his little yellow valise and came up 
with a handful of banded bank notes. 

“An alternative, then! Here’s $10,- 
000 ... what do you say?” he stated 
in a firm voice. 

“Don’t want the old summer place 
on the island back home in the. States 
... like this one better.” Cousin Hector 
swept an arm around the room. 

“There’s a notary that can draw 
papers in the village?” Mr. Clutchbill 
hung poised over the handful of notes. 

Cousin Hector nodded. 

An hour later the old director and 
Sam climbed into a return bus. 

“You observe,” said Mr. Clutchbill 
happily as they sat down, “the old 
Ferndale National is geared for trans- 
actions on any part of the globe.” 

“Guess you took the only way to 
make cousin Hector come across. Wish 
I had your trading blood.” 

“Maybe you’ve gained some today, 
and when you sell out that summer 
home for $30,000 you know where to 
park your profit, don’t you?” 

“In the Ferndale National?” 

“Exactly! The old bank that has 
been setting people on their fee‘ for 
seventy-five years.” 
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